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NEW IRWIN Adapter Shank sits 


Patented 


fit both hand braces and electric drills 
big market ... less inventory ... full profit margins 


@ It comes like this FOR USE IN HAND BRACES 





o Cut off taper square shank 





© Now use in BOTH HAND BRACES and ELECTRIC DRILLS 


RUNS TRUE IN ELECTRIC DRILLS CHUCKS PERFECTLY IN HAND BRACES, TOO 


Sell in volume to plumbers, electricians, carpenters, general repair and maintenance men, 
utility and construction workers — most all users of both hand braces and electric drills. 


No other bit has so many easy-to-sell features 


Cuts inventory costs for users by 50% because one Irwin true with screw point. No wobble. no run-out when used 
Adapter Shank Bit does the work of two regular type bits. in power drills. 10 Electrician, Car Bit and Ship Head 
Saves time, too. Fewer bits to carry in tool box or select Car Bit types, sizes 4/16” to 17/16’. Both solid center and 
from while on the job. Costs less than other electric drill single twist designs. Every Irwin Adapter Shank Bit highly 
bits made with a single usage shank. Precision ground polished and heat tempered full length for lasting strength, 
shank with its 6 equally spaced flats chucks perfectly, runs longer life. Big market . . . so order big today. 


Order from your Irwin wholesaler today 


The Irwin Auger Bit Co., at Wilmington, Ohio, USA, since 1885 





MAKES HUNDREDS OF JOBS EASIER and faster. Your customers will use Dragon- 
Skin on holder or as plain sheets—in the hand or wrapped around scrap wood 
to make special tools. Cuts easily with scissors. 


DRAGON-SKIN PRINCIPLE: CUTTERS 
NOT GRITS. Steel sheet is punched 
to form thousands of cutters that 
carve away work—smoothly, evenly, 
quickly. There’s no gouging. Balanced cutting action means Jess scratching than 
similar-grade abrasive paper. No clogging—one slap clears away chips and dust. 


EYE-CATCHING DISPLAY BOX is colorful, 
compact, offers Dragon-Skin complete 
with holder and in individually-packaged 


® & ¥ sheets. Get fast extra sales by putting the 
baad fi individually-wrapped units in your win- 
* ow or bins. Perfect for peg-board or 


counter, too. 
New Steel Sandpaper Sells on Sight 
.- + Outsells All Predictions 


“I move a display box in 4 or 5 days . . . have to order 6 or 7 cartons 
a week,” says one West Coast dealer. “Re-ordered 4 times in about 2 months,” 
says another. And a Midwestern retailer reports: “Dragon-Skin is one of the 
best turnover items I’ve ever stocked ... it all but leaps off my counter!” 


Why? Because Dragon-Skin is an “all appeal” item. It’s an easier, faster ew SANDER SIZE Dragon-Skin sheets are 

way to sand, rasp, shape and smooth hard and soft woods, plastics, soft pre-cut 324” x 9” with edges crimped to 

metals. It zips off old paint. It won’t clog like sandpaper. And, it’s priced fit oscillating sanders. Sheets snap right 

for fast “pick-up” buying ... 75¢ complete with holder, 25¢ for single sheets. im Place. Your jobber also has new Full- 
Size 9” x 11” sheets for extra sales! 


Pictures on this page show why handy, 
versatile Dragon-Skin can set your 5 WAYS TO CASH IN ON DRAGON-SKIN 


cash register ringing, too. Check your mic Pal tine 


stock—and call your Red Devil jobber, Cost Price Profit 
today! 1315 A21 Counter Merchandiser—1/2 doz. Red Devil $3.60 $6.00 $2.40 40% 
9-S Holders each with 414x5 sheet of Dragon- 

Skin plus '2 doz. individually boxed sheets 

Dragon-Skin—No. DS-1. Weight: 3 Ibs., 8 oz. 

No. 98 — Display box of 1 dozen Red Devil 

9-S holders each with 1 sheet Dragon-Skin. 

Weight: 5 lbs., 13 oz. 

DS1— Display box of 1 dozen individually 

boxed sheets Dragon-Skin — No. DS-1. 

Weight: 1 Ib., 6 oz. 

DS7—full size (9” x 11”) individually 

packaged sheets 1 dozen in display box. 

|  DS4— 1-sheet size for oscillating sanders in- 

MORE THAN 13 MILLION PEOPLE see Dragon- | dividually packaged, 1 dozen in display box. 

Skin advertised in Saturday Evening Post, ee aL cna i 


Better Homes & Gardens, Popular Science, e 
Popular Mechanics, Mechanix Illustrated. Red Devil T. 
News mats and other hard-hitting tie-in pro- 
motion materials are available from Red 
UNION, N.J., U.S.A. 


Devil. Write today! 
World's largest manufacturer of painters’ and glaziers’ tools—Since 1872. 
For Details Circle 2 on INQUIRY CARD 
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Polyethylene 
wrapped tubes 


4 oz.-8 oz.-1 Ib. 


Full range sizes 
6 to 72 


— EACH TUBE LABELED WITH SIZE, 
ART. 583 FEET PER TUBE, AND WEIGHT 


F 9 

Put your confidence in 

the QUALITY LINE... 

Vinyl! Weather Stripping Starter Rope ©) 

Wood Giue Jump Rope 

Braided Nylon Line Mop Heads 

Seine Twines Wrapping Twines 

— Ganeiee Vanes Orders of $75.00 or more, freight 

Staging Chalk Lines prepaid. Orders of less than $30.00 

Venetian Blind Cord Parcel Post Twines f. o. b. Mill, Lawndale, N. C., Van Nuys, 

Sash Cords Polished India Twines Calif., Marietta, Minnesota, Dallas, Texas, 

Clothes Lines Plastic Clothes Lines or Waynetown, Ind. Orders of $30.00 to 

Mason Lines Jute Twine $75.00 freight allowed to $1.00 per cwt. 

Fishing Lines Nylon Casting Lines Freight prepaid does not include extra 
charges incurred outside carrier’s 
regular zone of delivery. 


estasuisneo 1o73 WHEVEIAN TS GOMPANY enorme, nc. 


14346 Bessemer St., Van Nuys, Cal. « Marietta, Minn, « 3104 Gaston Ave., Dallas 26, Texas * Waynetown, Ind. 
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Over 12,000 retailers 
are now selling with 
the STEELMARK! 
Write us for your 
free kit today. 





IN HARDWARE 
AND NURSERY 
HISTORY! 


Never have dealers praised a display rack as 
they have this. It’s easy to clean... compactly 
holds the 19 best sellers and high profit-pullers 
of your Golden Grain line. ..and most impor- 
tant, tools sell themselves from it! 


Spring gardeners will be wanting a closer 
look at these popular garden tools for a big 
Sunset ad will tell them to find this rack in 


United States Steel Products 
Division of 


5100 Santa Fe Ave., Los Angeles, Calif. 


THE LABEL ON STEEL THAT SELLS... @® 


USS is a registered trademark 


your store. Keep fully stocked against demand 
...and get your display rack free with your 
purchase of a special package deal of 72 
Golden Grain Garden Tools. 


Get your share of sales and profits from the 
Golden Grain Bonanza! Order your rack from 
your hardware or nursery jobber now while 
his supply lasts. Offer ends March 1, 1959. 


United States Steel 
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Quality built by QUICK MANUFACTURING, INC., 3240 E. MAIN ST., SPRINGFIELD, OHIO 
THE HOUSE OF POWER Also industry-leading walking and riding power mowers 
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ROOT -LOWELL 


o Free 


A Sprayer Industry Exclusive! 


Three completely new eye catching mer- 
chandisers . . . designed to spotlight 
Root-Lowell’s bright new coloring, label- 
ing and styling. Root-Lowell has taken 
only the fastest selling hand and com- 
pressed air sprayers and packaged them 
in merchandisers insuring extremely fast 
turnover. Most important of all, these 
displays cost nothing extra. You pay only 
the cost of the sprayers themselves. An 
investment of about $80 brings you 38 





No. 59A Merchandiser. 
New modern display for 
hand sprayers. Includes 
10 No. 231, 10 No. 260, 
10 No. 285 hand sprayers 
with counter or island 
display. Packed 1 unit, 
29% Ibs. 


No. 59B Merchandiser. 
Three compressed air 
sprayers beautifully dis- 
played in floor unit. In- 
cludes 2 No. 191B, 2 No. 
120B, 1 new No. 258 
compressed-air sprayers 
with floor display. Packed 
3 units, 46% Ibs. 











*7 Models included in 3 merchandisers 


sprayers plus 3 free merchandisers. Each 
may also be purchased individually. All 
sprayers come to you in standard packing. 

Merchandiser displays can be used in- 
dividually on counter or as island dis- 
plays or combined and set against the 
wall to conserve floor space. 

Order from your wholesaler or write 
for full information on the 59A, 59B, and 
59C Merchandisers and Root-Lowell’s full 


line of sprayers and dusters. 


No. 59C Merchandis- 
er. New feature dis- 
play for small com- 
pressed air sprayer. 
Includes 3 No. 105 
compressed-air 
sprayers with fea- 
ture display for is- 
land or counter. 
oe 1 unit, 204% 
Ss. 


ROOT-LOWELL CORPORATION 


Division of Root-Lowell Manufacturing Co. 


445 N. Lake Shore Drive, Chicago 11, Illinois 


ROOT-LOWELL 
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OUR READERS WRITE 
... to the Editor 


I have enjoyed receiving and read- 
ing many copies of _ HARDWARE 
WORLD, and I thought perhaps you 
might be interested in reading a copy 
of the annual Progress edition of our 
local newspaper. 

Though our population is sparse 
and our area vast, we hope that as 
our new state grows, we will prosper 
from the increasing market for the 
products advertised in your publica- 
tion. 

Thanks again for the copies of 
Hardware World. 

Very sincerely yours, 

The Martin A. Pinska Stores 
Robert Claus 

Fairbanks, Alaska 








Ads Build Traffic 


SALT LAKE CITY, Utah— 
Olympus Lumber and Hardware 
Co. here, located in the subur- 
ban Holladay area, is building 
store traffic with an unusual 
flashlight offer made through 
special classified ads. 

The firm, in ads confined to 
the classified pages of the local 
newspapers, offers a 69 cent 
flashlight for only 19 cents when 
a customer clips the ad from the 
paper and brings it in the store. 

No other purchase is neces- 
sary, but a store official says, 
“Naturally most folks look 
around, and most of them buy.” 

He said the offer has another 
advantage: “We can check the 
effectiveness of our advertising 
and see whether it is pulling. 
. . . The response to this offer 
has been better than good.” 


EASTER SEALS 1959 


HELP CRIPPLED CHILDREN 


National Society for 
Crippled Children and Adults 
2023 W. Ogden Ave. 
Chicago 12, Ill. 
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It all adds up to faster turnover when you handle 


S p e ed UJ p Sal eS the line that’s paced for today’s market! Your sales 


people can select the right item with less waste motion 


. .. your customers SEE what you have to sell (and 
and Stock Control it stimulates impulse sales). Another advantage: you 
save on inventory and accounting procedure. 
... WITH NATIONAL’S VISUAL PACKAGING, Join the swing to “‘National of Sterling”’! 
PICTO-GRAPHIC LABELING AND 


NEW DECIMAL PACKAGING 


WRITE FOR FREE CATALOG TODAY 


NATIONAL MANUFACTURING CO. 
16902 First Ave., Sterling, Illinois 
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Merchandise Now In The News 








DO-IT-YOURSELF hardwood furni- 
ture legs are easy to attach and 
feature dual-purpose brackets for 
vertical and flared styles and self 
leveling guides. Comes in sizes from 
4” to 29” and in black, blond, walnut, 
mahogany and unfinished. — Barton 
Wood Products, Inc. 
For Details Circle 125 on INQUIRY CARD 


CEMENT MIXER is small enough for 
easy portability, yet rugged enough 
for one-man mixing job. A 50-lb 
batch mixes in two minutes. Recom- 
mended for home-owners, farmers, 
masons, contractors and maintenance 
men. Retail price including motor is 
under $50.—KOL, Inc. 
For Details Circle 126 on INQUIRY CARD 


INDOOR - OUTDOOR BARBECUE 
GRILL called the Barba-Charo fea- 
tures short wrought iron legs plus a 
set of chrome plated steel extension 
legs to raise it to regular height 
when used outdoors. Electric motor 
or battery powered spits are avail- 
able.—Ryder-Elliot Inc. 
For Details Circle 127 on INQUIRY CARD 


SPACE SAVING GARDEN CART 
has three cubic feet capacity and 
features recessed wheels to conserve 
storage space in garage or basement. 
Rolls easily on “Congo” graphite 
bearings and semi-pneumatic tires. 
Dimensions are 30” x 1814” x 1114”. 
—Radio Steel and Mfg. Co. 
For Details Circle 128 on INQUIRY CARD 








PORTABLE POWER CLEARING 
TOOL is designed to do a fast job 
replacing weed whips, swing scythes, 
brush hooks, clippers, axes, etc. The 
power scythe is equipped with a 11” 
tri-cut weed blade able to cut growth 
up to 14%,” diameter—Comet Indus- 
tries. 
For Details Circle 129 on INQUIRY CARD 
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BRING ELEGANCE to _ entrance 
locks inside the home with these 
escutcheons companion-designed to 
harmonize with Dexlock entrance 
sets. Can be used with all sets hav- 
ing either tulip shaped or standard 
rounded knobs, and are available in 
a range of finishes.—Dexter Indus- 
tries, Inc. 
For Details Circle 130 on INQUIRY CARD 
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For additional information on 
any item shown on these 





pages, 





lease circle number 
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facing Page 76 in this issue 


rsa s 


PERL-LOME soil conditioner pro- 
vides long-lasting treatment for bet- 


ter lawns and gardens. Safe and 
economical to use, Perl-Lome holds 
several times its weight in moisture. 
Effective for mulching, transplanting, 
potting plants, germinating seeds, 
etc.—Perlite Institute 

For Details Circle 131 on INQUIRY CARD 


POWER DRILL has 4” capacity in 
steel and is geared to 2250 rpm for 
high torque. With attachments, it 
becomes a complete power workshop 
of 14 different tools. Features a 
pistol grip, trigger switch with lock 
and automatic release and side han- 
dle. Millers Falls Company 
For Details Circle 132 on INQUIRY CARD 
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MULTI-PURPOSE APPLIANCE 
called the Buff-ette is a feather-lite 
electric hand buffer for easy high- 
gloss polishing. Produces a mirro 
finish in seconds on furniture, auto- 
mobiles, wood panelling, shoes, tiles, 
etc. Fits the hand comfortably.— 
LaPointe Industries, Inc. 
For Details Circle 133 on INQUIRY CARD 


PLASTIC LAWN EDGING and grass 
barrier comes in continuous lengths 
which can be cut with a scissors, yet 
can’t cut or scratch hands or knees. 
The built-in grass green color makes 
this effective grass barrier a natural 
for edging flower beds and for ter- 
racing.—Supplex Company 
For Details Circle 134 on INQUIRY CARD 


FURNITURE -STYLED laundromat 
is completely automatic. Has a wash 
program computer that carries out 
any of 11 separate washing programs. 
Wall and base cabinets match decor. 
—Westinghouse 

For Details Circle 135 on INQUIRY CARD 
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RIBBON OF SEEDS with the seeds 
spaced evenly in the ribbon gives each 
plant room for good growth, simpli- 
fies planting and assures results with 
both flowers and vegetables.—Minne- 
sota Mining & Mfg. Co. 

For Details Circle 136 on INQUIRY CARD 


RIDING ROTARY power mower cuts 
24” swath and is designed for the 
average home owner. Features five 
forward speeds and two reverse 
speeds, safety clutch and floating 
front end.—Yard-Man, Inc. 

For Details Circle 137 on INQUIRY CARD 




















why more dealers are selling 


CAMPBELL CHAIN 


Get complete information from your Campbell wholesaler or write direct. 


CAMPBELL CHAIN Comsany 


Factories and Warehouses: York, Pa.; W. Burlington, lowa; E. Cambridge, Mass.; Atlanta, Ga.; Houston, 
Texas; Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Sacramento, San Francisco, Calif. 


Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 





HARDWARE WEEK SPECIALS — (April 23-May 2) 








“ROYAL” NI-CLAD steel tape priced 
at $4.49 for 50-foot lengths, and 100- 
foot lengths at $6.59.—The Lufkin 
Rule Company 

For Details Circle 162 on INQUIRY CARD 
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CAR AND HOME WASHING 
BRUSH for Hardware Week comes 
in colorful, set-up-and-sell display 
shipper. A $6.95 value, the brush 


will retail for $4.98.—Empire Brushes, 
FOOD CHOPPER complete with —— Inc. 


three self-sharpening cutters is spe- 

cially priced for Hardware Week at 

$4.95. Jumbo workman’s lunch kit is 

extra large with additional capacity AIR RIFLE with 2X scope mounted 
for food beyond conventional kit. specially priced at $9.99, and BB tar- 
Specially priced at $4.75.—Landers, get pistol priced at $5.—Daisy Manu- 
Frary & Clark facturing Company 

For Details Circle 161 on INQUIRY CARD For Details Circle 163 on INQUIRY CARD 


For Details Circle 251 on INQUIRY CARD 


WE DO A REAL ALL MY DEALERS 


BIG BUSINESS TELL ME THAT— 
NOW - THANKS AND LOOK. AT ALL 
TO YOUR FULLER THE SPACE YouRE 
TOOL -A-MAT SAVING JET ROCKET BELT AXE features a 
tubular steel handle with permanently 
attached head which offers extra 
strength and safety. Specially priced 
for Hardware Week at $4.49.—True 
Temper Corporation 

For Details Circle 154 on INQUIRY CARD 
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SPECIAL 
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“a 
SY T00t-A-MAT ‘Takes only 15° * 
Get the story from your jobber today! 


[FULLER | paolo) Mae mas. kam PASTRY BRUSH, dish mop and pan 


3522 Webster Avenue, New York 67 brush are Hardware Week specials 


-. : rae ie raggene ar = priced at 98 cents for all three.—Ox 
Fuller Products are made in U.S.A., England and other countries of the highest quality materials, by skilled . 
craftsmen . . . designed for service . . . and rigidly inspected to preserve Fuller Quality and Reliability. Fibre Brush Company 


For Details Circle 164 on INQUIRY CARD 
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NEW PRODUCTS 





VANGUARD gasoline-powered auto- | 
mobile for youngsters is over five feet | 
long, features fiberglass body, seats | 
for two, brakes which stop both rear | 
wheels and automatic clutch—The | 
Great Lakes Tractor Co. 

For Details Circle 156 on INQUIRY CARD 


Boost your insect wire-screening 
| sales with this New Vinyl-Clad 
COPING SAW ___ Aluminum Screening! 


Faster} SET 











Opal VINALUME puts a new smiling 
face on your screening sales! 

You sell more because you have 
more selling reasons. For example: 


























peeeaeees | 
++44+ +TTTTLLIL 
’ 





peseesaaaeat 




















@ Vinalume is a proved* winner in 
weatherability—it resists corrosion 


COPING SAW SET gives the home | by salt-spray, smog, and smoke. 


craftsman a complete combination of Vinalume is attractive to the eye, 
coping saw frame and four, 6” | 


blades which will saw six different | easy to clean. 
materials. Blades have filed and set . ope 
tatth> Pener Ble, Co. | Vinalume is light and extremely 


For Details Circle 157 on INQUIRY CARD easy to handle. 


@ Vinalume lies flat... stays taught. 
Veri-Thin Metric Rule 


Of particular interest to persons | . : - 
who carry a rule in their pocket all | @ Vinalume comes in all standard widths. 
day long is this very thin line metric | * Based on tests of impartial laboratory. 
rule with a very thin gold tone case | 
made of brass-finished die-cast zinc. | 
Two meter measuring tape with | ff 
black numbers on while flexible tape PUSH THE FULL Opa LINE! 
is flat and light in weight.—Flash 
Manufacturing Company 
For Details Circle 159 on INQUIRY CARD 


® Vinalume is easy to dispense. 


Find out about the promotional aids available to help you sell insect wire 
screening of every type including Opal Aluminum, Opal Galvanized and 


Opal Bronze... all with the Marked and Measured Edge. Write for full 
Graphited Lock Fluid details NOW! 


Natural colloidal graphite used in 
a fluid for protective lock mainte- 
nance is said to provide added lu- 
bricity, protection, and penetration man <-1e 3-10-10 Mi icele(-Muileld areola ial- 


and also assures unlimited shelf life, 
being completely homogenized so that ViiLbe New York Wire Cloth Company 
there is no settling. Guards against 
sticking and freezing and prevents York, Pennsylvania 
rust and wear.— American Grease 
Stick Co. 

For Details Circle 160 on INQUIRY CARD 
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NEW PRODUCTS — Continued From Page 9 





MIRROR FINISH plastic garden hose 
features LPA_ booster ingredient 
claimed to offer three times greater 
life to hose by resisting sun and ex- 
posure damage and furnishing more 
flexibility —Gering Products, Inc. 
For Details Circle 138 on INQUIRY CARD 


TOP-SCREW CHAIN VISE is said 
to eliminate knuckle busting and 
speed all pipe work. Features large 
chain tightening handle on top of 
vise. Capacity is %” to 5”.—The 
Ridge Tool Company 

For Details Circle 139 on INQUIRY CARD 


SHUT-OFF HOSE VALVE operates 
with a quarter turn of lever. Has 
aircraft-type “o” ring seal that gives 
positive, leakproof shut-off. Made of 
tough, high impact thermoplastic 
resin.—Scovill Manufacturing Com- 
pany 

For Details Circle 140 on INQUIRY CARD 
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SPACE HELMET RADIO for young 
moon travelers is complete with a 60” 
telescoping aerial, adjustable plastic 
military belt, missile radio, twin ear- 
phones and adjustable chin strap.— 
Hearever Co., Inc. 

For Details Circle 141 on INQUIRY CARD 


SYNTHETIC CHAMOIS called 
Chamie-Tex is the answer to hundreds 
of cleaning jobs around the house. 
It absorbs liquid as does natural 
chamois and leaves a smooth, dry 
surface.—Milwaukee Dustless Brush 
Co. 
For Detaiis Circle 142 on INQUIRY CARD 
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FILTER GAGE indicates when a fil- 
ter is definitely impeding the rate of 
air flow for which the furnace, air 
conditioning system or room cooler 
was designed. Easily installed.—F. 
W. Dwyer Manufacturing Co. 
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POWER MOTOR ARM can be at- 
tached to any one of five accessory 
special purpose tools. Attachments 
include rotary mower, edge trimmer, 
snow plow, reel-type mower and 
rotary tiller.—Western Tool & Stamp- 
ing Co. 
For Details Circle 144 on INQUIRY CARD 


DECORATIVE MOP HANDLE for 
Quickie sponge mops features a 48” 
long handle of white pine with bright 
yellow color and gold spiral stripes 
in sets of three running all around 
the handle.—Quickie Manufacturing 
Corporation 
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SQUEEZE HOSE NOZZLE sprays 
from a fine mist to full stream and 
can be locked at any spray. Shuts 
off instantly and resets at exact spray 
automatically. Retails for $1.20.— 
Melnor Industries, Inc. 

For Details Circle 146 on INQUIRY CARD 
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Nothing GORY about hose profits 


when you GD 
feature 


SUPPLEX 


NYLON TIRE-CORD REINFORCED Hose | 


| 


RETAIL $3.98 and up — Won't burst even 
if left for days in hot sun under full water 
pressure. Guaranteed 10 years. 


Note tough, knitted 
ply of nylon tire cord 
embedded in this all- 
vinyl hose. An 
outstanding sales 
feature your 
customers 

can see. 


Lite more hose profits? Feature Supplex! Want to please 
customers? Feature Supplex! Simple fact is that Supplex is 

quality —through and through—and in 
the long run quality pays for you as well 
as your customers. LIGHT, DURABLE NON-REINFORCED 





Attractively packaged. Complete line. Z >> Th, 
Ask your jobber about the new Supplex AGF. ~ ickese re 
“Silent Salesman” portable display rack. : ; \\ if Anan we 
Buy Supplex and sell quality. ind saceim woos TS = AS? FP ‘Sy 

: (oo ~ SPRINKLER 


’ RETAIL $2.24 and up — Leaders in moder- RETAIL $3.98 and up — Superior, triple | 
SUPPLEX COMPANY, Garwood, N. J. ate-priced field, also give you generous tube construction. Outsells ali other sprin- | 





profit margins. Fully guaranteed. klers. Packed on amazing new reel. ..makes 
Division of Amerace Corporation all other flexible sprinklers obsolete! 


= 
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Use Inquiry Postcard for Further Information About NEW PRODUCTS 





COLANDER AND MIXING BOWL 
SET is made of solid linear material 
to allow easier handling, broader use 
and permits boiling without distort- 
ing the product’s shape.—Republic 
Molding Corporation 

For Details Circle 147 on INQUIRY CARD 


THE YARDSMITH riding power 
mower features padlocked rotary 
blade, foot operated brakes, safety 
foot treads, wide wheelbase, floating 
front axle and single lever for con- 
trolling speed.—Yuba Power Prod- 
ucts, Inc. 
For Details Circle 148 on INQUIRY CARD 


CHROME-PLATED trowel belongs 
to a line of hand garden tools called 
the Trump Estate. Well balanced, 
tool features large, comfortable han- 
dle, tool head is firmly anchored.— 
Animal Trap Company of America 
For Details Circle 149 on INQUIRY CARD 
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STEAM IRON CLEANER removes 
clogging scale due to use of tap or 
well water. Stops sputtering and re- 
stores iron to original efficiency in 
moistening clothes. Adds years of 
extra life—Rosmar Mfg. Co. 

For Details Circle 150 on INQUIRY CARD 


SCALE PORTABILITY for “on the 
job” weighing is featured in this full 
capacity beam bench scale which fea- 
tures a platform lock that eliminates 
rebalancing scales each time they are 
moved.—Douglas Homs Co. 

For Details Circle 151 on INQUIRY CARD 


BIG CHAMP tongue-and-groove joint 
plier for heavy duty work has a full 
2” parallel jaw capacity yet is easy 
to handle. Interlocking channels pro- 
vide tremendous gripping power.— 
Champion DeArment Tool Co. 

For Details Circle 152 on INQUIRY CARD 


“TRAIL-BLAZER” line of eight jug 
models and seven chest models is 
styled in gunstock brown and palo- 
mino tan. Variety of spouts includes 
lever style “cup-high” faucet.—The 
Hamilton-Skotch Corporation 

For Details Circle 153 on INQUIRY CARD 


I-BEAM HANDLE reinforcement to 
eut accidents and injuries resulting 
from breakage is a feature of this 
shovel. When handle is sprung ab- 
normally, steel inserts take the over- 
load.—The Wood Shovel & Tool Co. 
For Details Circle 158 on INQUIRY CARD 


SOIL ANCHOR when screwed into 
the soil pulls itself into position and 
literally “locks” itself to the earth. 
Installation, permanent or temporary, 
requires only a few seconds.—Van 
Dyke Industries 
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Qty: 12 
Uf Retail: $1.62 


Round Bow 


Rake 


X 


U14 
Qty: 12 
Retail: $3.14 





UB21 
Qty: 12 
Retail: $1.07 





Weeding i 
Hoe 


S2PW 
Qty: 6 
Retail: $1.68 





114 tools 


$9]24 profit 


Floor merchandiser N/C 


(Slight! 





Garden 
Hoe 
(6%2” blade) 


J ABC6 14 
Qty: 6 
®& = Retail: $2.10 


F&G 
Hoe 


(6% blade) 


, 


‘ 


UF6 2 
Qty: 6 
Retail: $2.58 





4 Tine 
Weeder 


of UW4 
( Qty: 6 
Retail: $2.64 


Rotary Edger Pid 


and 


f 


Trimmer 


Sf 


Y 


GE5 
Qty: 6 
Retail: $4.50 





Dandelion 


Trimmer 
GSGT 

Qty: 6 
Retail: $1.98 


UTE 
Qty: 6 
Retail: $2.22 





U40S 
Qty: 6 


Ps 
fio 
A Retail: $3.72 


Long Handle 


Floral 
Spade 


DF6 
Qty: 6 
Retail: $3.92 





Long Handle 
Floral 
Shovel 


4 


F DF 
ns Qty: 6 
Retail: $3.56 





Long Handle 
Rd. Point 


Shovel 


O5U2 
Qty: 12 
Retail: $3.27 


aa7) 


\ - 


y more in Zone 2 Western States) 


? 


ee — 
cteeeeetn SPN a anemmtggmn 


NOW YOU CAN BE COMPETITIVE AT A PROFIT. 
Averaged retail on 114 garden tools (good grade for home use) 
is $2.55. High is $4.50. No one but NO ONE can top you with 
pricing like this! You are competitive. You get volume and turn- 
over at a profit. 


CHROME PLATED FLOOR MERCHANDISER SELLS 
like nothing you have ever known before. Makes garden tools 
sparkle like jewelry. Junk your old painted sheet metal stand. This 
comes free with Wood’s 115PR garden tools assortment. 


ORDER FROM FACTORY. Wood’s 115PR garden tools assort- 
ment (114 tools as shown at left) costs $199.10. Total retail: 
$290.34. Profit: $91.24. Shipped direct to your door, freight paid. 
Billed through your regular hardware wholesaler. Tell us how 
many you want, and the wholesaler you want to invoice you. 








OVER 





Same Assortment, 
Better Grade! 


For trade that wants the best, order assortment 
TBP115—same selection of tools, same quan- 
tities as 115PR assortment, but mostly better 
grade. And higher priced. Even so, we included 
a few inexpensive traffic items—a $1.07 brume 
rake, a $1.29 stand-up dandelion weeder, a 
$1.98 grass trimmer—because everyone loves 
a bargain. 


To: WOOD SHOVEL & TOOL CO. 
pgp sighed PIQUA, OHIO =) RA Small Hand Tools Asst. 


1OOLS BY 
ORDER Ship direct, freight paid: 


Price sellers at 50% profit. 


Quantity Description Zone 1 Zone 2 


__ 115PR assortment of 114 tools 36 brilliantly finished small hand tools. Cost $19.08. 
and chrome plated floor merchan- Sell $28.44 at .79c each. Enameled steel counter 
$199.10 $205.79 display FREE. Shipped direct, freight paid. Billed 
ill eines ak 106 tink through your jobber. Order several assortments for 
and chrome plated floor merchan- your hottest store promotions. 
$245.75 $252.83 Trans- . 
» Regular planting Spading Cultivator 
RA asst. of 36 small hand tools own Trowel Fork Hoe 
and enameled steel counter ‘ RT2 y RTT3 RSF4 RCHS 
$ 19.08 $ 19.08 PY] Qty: 8 VI Qty: 6 Qty: 6 , Qty: 3 
Retail: 79¢ Retail: 79¢ Retail: 79¢ Retail: 79¢ 





Include weather proof TRU BLU Gar- 
|] Hand 


den Center Banner on strong muslin N/C N/C Fate sais Weeding ] il 


a Include ad mats N/C N/C f  —RR7 RCB /  RDW9 
Qty: 3 Qty: 3 Qty: 4 
- Retail: 79¢ Retail: 79¢ Retail: 79¢ A Retail: 79¢ 
'y 


INVOICE THROUGH HARDWARE WHOLESALER STATED BELOW L Sy 7 











Wholesaler's name 


Address 








SHIP STOCK FREIGHT PAID, DIRECTLY TO. 


Store Name 


Street & No 








City & State 
Ordered by 





a 
———— 





(signature) (title) 


ZONE Prices apply to Montana, Wyoming, Colorado, 
New Mexico, El Paso, Texas, and all states to 
the West thereof. 





COLORFUL NEW “BLISTER-PA K” 


SHOWS AND SELLS Korky a 
BOOSTS SALES UP TO 500%! 





annoying, wasted 
steps caused by leaky, 
noisy toilets! 


TAVELLE 


orky 


FLAPPER TANK BALL 


7 
patent NO. 2,598.96 








propuct or LAVELLE RUBBER COMPANY 


i SSSR 














NO EXTRA CHARGE 
OVER REGULAR PACK 


Now your customers can’t miss see- 
ing and wanting KORKY, the revo- 
lutionary Flapper Tank Ball that 
eliminates trouble-causing guide 
arms and lift wires. The new eye- 
catching “‘Blister-Pak” combines a 
visible display with a take-home 
unit—shows an actual KORKY un- 
der plastic on a bright, three-color 
card that hangs from a pegboard or 
wire rack. 

All the big sales features on the 
front—complete installation in- 
structions on the back—and it costs 
no more than the regular pack! 
Easy to Actual tests prove that the new 
“Blister-Pak”’ can increase KORKY 
sales as much as 500%! 





install. ..a 
perfect seal— 
always! 


Eliminates old 
style tank 
ball, guide 
arm and wires 


holesaler. 
h your Wi ac m: 
Order today vy yOu, order direct fro 
he can ts 


—= 
—— 
a 
—— 
— 
— oe 
—_—— 


Korky Flappe 


gated container 


P \] Store Name 
cA Address 
aL city 
ae Please i 
ne \ Wholesaler Name 
Wholesaler Address 


= 


OVER TWO MILLION 
* KORKYS NOW IN USE 


State 


» name is: 
holesaler, whose né@ 


Zone 


: aa 
nvoice through ™Y 


NCONDITIONALL 
GUARANTEED 
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AND NO WONDER—Sauarespray 
offers no wet walks, no waste water 
simply because it is designed to 
WATER IN A PERFECT SQUARE pat- 
tern 2’ x 2’ to 35’ x 35’. The list 
price is a real inducement, too... 
only $2.95 each. 


>K the original and still the best 


PROEN HEAD model 654 


For sprinkler systems in garden 
areas, Sprays exact square pattern 
from 2’x2’ to 35’x35’. 


Rm yy 


TOL] 


WATERFEEDER® mode! 200 


Designed ex- 
pressly for fer- 
tilizing through 


Ss underground 


sprinkling sys- 
tems. Uses any 
type of soluble 
plant food. Ad- 
justable control 
valve regulates 
dissolve or mix- 
ing rate, 


WATERFEEDER® mode! 954 


A low cost fer- 

tilizer applicator 

for use with any 

type watering 

device including 

sprinklers, soak- 

ers, etc. Garden i : 
Hose Connec- : [ 
tions. . 


WATERFEEDER® mode! 100 


Use with any 
type of water- 
ing or sprin- 
kling device. 
For water feed- 
ing any soluble 
plant food- 
liquid, granu- 
lated, cartridge 
or tableted. 


\WATERSPIKE® model 553 


2 Way Sprinkler-Irrigator. 
ideal for watering direct- 
ly to roots of shrubs, 
trees, bushes. Also 
overhead sprinkling 
in exact square 
pattern of 2’x2’ 

to 35'x35’. 


WATERFEED® 


Concentrated 
high analysis 
water soluble 
cartridge 
type fertiliz- 
ers. Two For- 
mulae. 
Waterfeed 
30-10-10 for 
lawns, leafy 
shrubs, trees. 
Waterfeed 
15-40-10 for flowers, 
fruits, vegetables, etc. 


PRODUCTS COMPANY 


9th and Grayson, Berkeley 10, Calif. 


Contributions to Finer Gardening 
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FLAT BASTARD WARDING BASTARD 


ee (a 


ROUND CHAIN SAW 


LOZENGE CHAIN SAW HANDY FILE 





MILL BASTARD ROTARY MOWER FILE 
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These Hayes Color Ads plus Hayes 


PUSH-BUTTON 


—from sales of spray guns 


PUSH- | Hayes advertising for 1959 pre-sells the 
| gardening public in their homes. 
BUTTON . Hayes new merchandising aids help 
/ you close more sales— more quickly —in 
GARDEN your place of business. 

Hayes advertising and merchandising 
aids are bound to make more money for 
you because they lead to sales of both 
spray guns and garden chemicals. For, 


Hayes color ads appear in 
all these top magazines 


POPULAR DB ,; 
MECHANICS © 
Her ty fearnee 


i 
papsiee 


Jardening ; 


@ Practical Gar 


958 re 
Raia A %, 
3 


Puts the complete Hayes line 
in full view! Informative tags 
make it easy for customers 
to examine and select the 
sprayers they need. Saves 
time of store personnel, too. 
A Whittier, Calif. dealer re- 
ports: “We have sold more 
Simply press down the button on a Hayes garden hose Hayes guns since setting up 
sprayer to start spraying garden chemicals. It's the quick, your rack 3 months ago than 
: aes in previous 4% years. 
easy way to control insect pests that eat into leaves and 1934 - 1959 Size: 24” x 48”. Sets up by 
The Hayes mixes, proportions and applies spray mate- and guns in brackets. Avail- 
rials automatically—using the water power from your able on self-liquidating plan. 
garden hose. No heavy tank to carry around, no tiresome 
pumping. Hayes spray guns are approved for efficiency winning the “Battle NEW Hayes Flower & Garden Films 
by leading manufacturers of garden chemicals—recom- of the Bugs Available on loan free of charge to garden clubs and 
mended by garden authorities everywhere. Available at Ee, other organizations. 16mm with narration and music 
nursery and hardware dealers. aS background. Now ten subjects including travelogues and 
educational films (running time: 4% to 30 minutes) 
Write for descriptive folder. 








HAYES GARDEN SPRAYERS: For insecticides, fungicides, crabgrass killers, fly, ant and termite 
control. In 114, 3, 4,6 and 12 gal. sizes. From $2.95. HAYES LAWN SPRAYERS: For liquid fertilizers, 
lawn tnoth solutions, fungicides, weed killers, herbicides. etc. In three handy models. From $2.95. plus NEW full-color consumer folders, catalog 


Write for Free booklet on garden & lawn care. HAYES SPRAY GUN CO.—World’s largest manufac- sheets, ad mats, broadcast commercials—FREE 
turer of garden hose sprayers. 98 No. San Gabriel Bivd., Pasadena, Calif.—Dept. to dealers on request. 
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Merchandising Aids—help you get 


every time you sell a Hayes Spray Gun, 
you are putting into the hands of your 
customer the finest equipment available 
to do an effective spraying job—with the 
garden chemicals he buys from you. In 
this way, you are helping him to get 
better, more satisfying results...paving 
the way for “repeat” sales of garden 
chemicals and all other garden items. 


BUTTON 
LAWN 
PROTECTION 








Shows actual operation of ...with 
Hayes guns including mixing, 
proportioning and efficient 
application that assure effec- 
tive control of insect pests. 
One of America’s largest de- 
partment stores says: “Your 
demonstration tank in our 
garden department increased 


ayes spray gun 


sprayer sales 300% in one 
week’s time!” 

This unit is compact—en- 
tirely self-contained. No out- 
side water connection neces- 


Use the simple thumb-touch control on a Hayes Lawn 
Sprayer to start spraying lawn chemicals. It’s the quick, 
easy way to “green up”’ your lawn. And—kill destructive 
lawn and soil pests. 


The Hayes mixes, proportions and applies spray mate- 
——i rials automatically—using the water power from your 


d Seri - ts garden hose. You get accuracy in spray mixture, uniform 
Order now for pring requiremen distribution... more efficient application than with any 
other type of lawn sprayer. Hayes spray guns are 
approved by leading manufacturers of garden and lawn 
chemicals. Available at nursery and hardware dealers. 
HAYES LAWN SPRAYERS. For liquid fertilizers, lawn moth solutions, fungicides, weed killers, herbi- 
Spray Gun Company cides, etc. In three handy models. From $2.95. HAYES GARDEN SPRAYERS: For insecticides, 
’ fungicides, crabgrass killers, fly, ant, termite control. in 114, 3, 4, 6 and 12 sizes. From $2.95. 
World’s largest manufacturer of garden hose sprayers Write for Free booklet on garden and lawn care-HAYES SPRAY GUN COMPANY, World's largest 
98 North San Gabriel Boulevard, Pasadena, California manufacturer of garden hose sprayers. 98 No. San Gabriel Bivd., Pasadena, Calif.—- Dept. HW 
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“NAT” STANDS OUT 


with the most complete line 


You can simplify ordering and stock handling, and still sell your customers 

the most complete line of high quality fasteners. National makes it possible. 

Handling is easier with National’s uniform packaging. Labeling is big and bold 
and color-coded for quick on-shelf identification and selection. All in all, your stock 
of National fasteners in the trim red and black boxes makes a much better looking, 
more smartly businesslike fastener department. 

And since the National line is the complete line, it pays to think National when 
you think about saving through one-source buying. ° 
Consider the facts—all the advantages of standardiz- 
ing on National fasteners—and make the National 
line your line, because it stands out in every way. 


Ask Your Distributor . . . He Knows 


— 


NATIONAL SCREW & MFG. CO. OF CAL. HODELL 


3423 So. Garfield Ave., Los Angeles 22, Cal. ‘sated 
Div. of The National Screw & Mfg. Company, Cleveland 4, Ohio 
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When she urges... he splurges 


And you make bigger, more profitable sales of 





OWENS-CORNING 


AIR-LITE | FIBERGLAS | SCREENING 











Sooner or later, a porch or patio gets tacked on to all those new 
homes. That’s when Fiberglas’ million dollar advertising cam- 
paign pays off for you in sellout after sellout—at full profits. 
Each sellout nets you a tidy profit of about $73.00. 


Mr. Homeowner knows AIR-LITE FIBERGLAS is the 
longest lasting Screening; easiest to work with; won’t bulge or 
break; laughs at creases. 


Free $16 Bonus: Feature this NRHA Approved Display Rack. 
Yours for only $11.95 with initial order—less than half our cost. 
As a bonus, we'll add a 50 ft. roll of 26” AIR-LITE FIBERGLAS 
Screening—a $16 retailer—absolutely Free. See your wholesaler 
or clip coupon for details. 


weavers of AIR-LITE FIBERGLAS 
AIR-LITE Chair Webbing ¢* AIR-LITE Furniture Cloth 


Gentlemen: 
Please Rush full information on AIR-LITE FIBERGLAS Screening. 


Plastic llloven Products Ine. non 


Store Name 
51 Camden Street Paterson, N. J. 








Street 


City. 








wholesaler's name 
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WHAT’S BEST FOR YOUR CUSTOMERS—IS BEST FOR YOU 


SELL PENN 


From the blades up—the finest of 
precision grass-cutting machines! 





NEW LIGHT-WEIGHT, LOW-COST REEL! NEW LOW ROTARY PRICE! 


‘ RECOMMENDED 
RECOMMENDED : RETAIL PRICE 


'99” : 8 5” 


Model 28218—18” Cut Model 66218B—18” Rotary 


EXETER 175 Pennsylvania quality features, AVALON Typical Pennsylvania quality, 


1.75 HP Briggs & Stratton motor 2.00 HP Briggs & Stratton motor 
*Prices slightly higher in the Far West. 











SYLVANIA ! 


Your reputation depends on the quality of the in lawn mowers. Add to this reputation the sup- 
products you sell. The sure way to keep it is with port of a nationwide network of service stations 
trouble-free, top quality merchandise—not with —a Pennsylvania “extra” that price goods can’t 
flimsy, low-quality price goods. Since 1877, offer. You’ll see why it will pay you to put Penn- 
Pennsylvania has been the most respected name sylvania to work for you in 1959. 


ONLY PENNSYLVANIA GIVES YOU THESE FIVE GREAT MOWERS, TOO! 


REELRIDER 


Model 42221D 
21” Riding Mower 


DELUXE 


Model 40221C (5 blade) 
Model 407221C (7 blade low cut) 


LAWNDALE 


Model 69221A 
21” Riding Rotary Mower 
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NATIONALLY-ADVERTISED 
PENNSYLVANIA 
—THE MOST RESPECTED 
NAME IN LAWN MOWERS 
—SINCE 1877! 


PENNSYLVANIA LAWN MOWER DIVISION 
AMERICAN CHAIN & CABLE CO., INC. 
BRIDGEPORT, CONN. - Plant: EXETER, PA. 


acco 


GREAT AMERICAN 


15”, 17” or 19” size 


TRIMMER AND EDGER 





KV gives you more 
of just what you're looking for! 


¥ Top Quality 4 Easy Installation 4 Trouble-free Performance 


...and the best known line in the business! 


DRAWER SLIDES 


K-V OFFERS YOU the most complete line 

of drawer slides on the market today for 

every type of installation. Fast-selling 

too, because builders and householders 

recognize their quality and performance. 

Well designed, sturdily constructed; keep 

drawers from sagging or sticking. Quickly No. 1300 drawer slide. 

and easily installed. Ask your K-V sales po gems yon aye tye S nal 


2 F 50 pound capacity. Ball bearings, nylon 
representative about this great line—soon. rollers. Sizes 12” to 28”. 


No. 1100 drawer slide. ideal for kitchen and other home cabinets. Full 25 No. 1400 drawer slide. (Full-Extension) Self-lubricating frictionless bearings; 
pound capacity. Nylon rollers. Sizes: 18” to 24”. won't sag under 100 Ib. loads at full extension. Sizes: 12” to 38”. 


No. 1600 drawer slide, with 100 Ib. load. Closes automatically when drawer eNo. 1700 drawer slide. (Full-Extension) Extra heavy-duty, fully progressive. 
is within 6” of closing. Ball bearing nylon rollers. Sizes: 17” to 27”. No strain even under loads of 100 pounds or more. Sizes: 17” to 27”. 


Knape & Vogt Manufacturing Company, Grand Rapids, Michigan 


MANUFACTURERS OF ADJUSTABLE SHELF HARDWARE, SLIDING AND FOLDING DOOR HARDWARE, CLOSET AND KITCHEN FIXTURES AND HANDY HOOKS FOR PERFORATED BOARD 
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No other shear has the “‘floating’’ blade that truly 
shears the grass. Trims cleaner and quicker with 
an easier squeeze. Blade edges can be exposed 
outward for easy cleaning and sharpening, too. 


Over half the families in your trading area read mag- 
azines in which these shears and other True Temper 
tools are advertised —many times every season! 





/RUE [EMPER 


NO. 22 GRASS SHEAR 


Hottest in the business because 


THEY SELL 
IN SECONDS 


The amazing action of these grass shears is the greatest- sales 
clincher you could ask for. Just let your customer test a pair 
in his own hands. Watch the look of surprise as the blades move 


with the slightest squeeze . . . crisp, clean and powerful. 

These grass shears sell because they’re full of selling features: 
True Temper’s floating blade action for constant cutting pres- 
sure clear to the tips . .. knuckle protecting clearance between 
handles and ground . . . hollow ground blades that stay sharper 
longer . . . foolproof gravity lock that catches instantly when 
you turn shears upside down. And every feature designed to 
make grass trimming almost effortless! 

Order from your True Temper wholesaler today. No. 22 is 
packed six to a colorful counter display carton. True Temper, 
1623 Euclid Ave., Cleveland 15, Ohio. 


TRUE TEMPER, °° "" °35cr money tine 
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sell the versatility of 
CFal 





HARDWARE CLOTH 


You can serve your customers better . . . and, at the same time, increase your 


sales ... by suggesting these uses of CFal Hard 


oe i tay Op os * 


POSS ay Gone f 
4 YR era 


The lower portion of 
your screen door will 
be a great deal 
stronger and less 
subject to damage by 
children or pets if it 

is reinforced with 
CFal Hardware Cloth. 














The family pets are 
free to romp 
anywhere in this 
yard... yet the roots 
of the young trees 
are protected by 
long-lived CFal 
Hardware Cloth. 


Whether you are 
building a rabbit 
hutch, a cage for 
white mice, a pen for 
fur bearing animals 
or an aviary for pet 
birds, CFal Hardware 
, Cloth will meet your 
"requirements. 


be sure you sell them 


CFal HARDWARE CLOTH — That way you know 
they’re getting a hardware cloth that’s heavily 
galvanized for extra long life and added stiff- 
ness ... won't break even when it’s severely 
bent ... retains its formed shape...and is 
available in a complete range of mesh sizes. 
See your jobber for complete details on CFal 
Hardware Cloth... Today. 


ware Cloth to your customers. 


AMES Xp XG 


CFal Hardware 
Cloth, fastened 
under a low course 
of roof shingles and 
across the top of 

the gutters will 
prevent leaf 
accumulation without 
impairing the effec- 
tiveness of the gutter. 


Once rats establish 
themselves in a house 
it is difficult to 
eradicate them. Low 
windows and other 
openings should be 
screened with CFal 
Hardware Cloth. 


Home gardeners 
often use simple 
screens made from 
CFal Hardware 
Cloth to prepare 
earth and materials 
for seed beds and 
gardens. 


All of these suggestions, plus many more, 
are shown in a handy folder prepared 
by CFal for the convenience of both you 
and your customers. We'll be glad to 
supply you with the copies you need. 
Ask your jobber for full details. 


HARDWARE 
CLOTH 


THE COLORADO FUEL AND IRON CORPORATION 


Albuquerque + Amarillo + Billings - Boise - Butte - Denver - El Paso + Ft. Worth + Houston + Kansas City « Lincoln - Los Angeles » Oakland » Oklahoma City 
Phoenix + Portland + Pueblo + Salt Lake City - San Francisco + San Leandro + Seattle - Spokane + Wichita 
CANADIAN REPRESENTATIVES AT: Calaary » Edmonton + Vancouver - Winnipeg 4618 
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——By N. R. REGEIMBAL 





Chilton News Bureau, Washington, D. C. 


Government Budget Problems Work Against Major 
Tax Reduction for Western Businessmen in 1959 


Western businessmen won’t get much in the way of tax relief from 


Congress this year. 


There is a slim possibility 
that the lawmakers will take 
another stab at easing the tax 
burden of small business firms. 
But any benefits they grant will 
be for the most part offset by 
higher direct and indirect taxes 
in other areas. The net result, 
according to congressional lead- 
ers, will be virtually no change 
to most taxpayers. Westerners 
Lyndon B. Johnson, D., Tex. 
(Senate Majority Leader), and 
Sam Rayburn, D., Tex. (House 
Speaker), are opposed to major 
reductions this year. 

Small firms won’t enjoy the 
popular support in Congress 
this year that they have in the 
past two years. The Senate 
Small Business Committee, with 
such Westerners as Sens. Wayne 
Morse, D., Ore.; Alan Bible, D., 
Nev.; Barry Goldwater, R., 
Ariz., and Thomas Kuchel, R., 
Calif., is preparing to sponsor 
only a limited program for small 
business relief. 

The one major. provision 
would permit a small firm to 
take a tax deduction on from 
$30,000 to $50,000 a year in 
profits if these are reinvested 
for expansion or modernization. 

Other provisions would per- 
mit self-employed persons to de- 
duct up to $2,500 a year in- 
vested in their own retirement 
plans, paying the lower taxes 
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when withdrawn upon retire- 
ment; permit fast tax deprecia- 
tion on purchases of used equip- 
ment or fixtures, and require the 
government to. accept decisions 
of the tax court in all jurisdic- 
tions. 
ok * * 

PARCEL POST rate hikes, 
under fire by businessmen, par- 
ticularly Westerners, are likely 
to go through. .. . Opponents of 
the boost, averaging 17 percent, 
say this is the first concerted ef- 
fort to block higher parcel rates 
before the Interstate Commerce 
Commission. (The Post Office 
can raise these rates without 
congressional approval if the 
ICC goes along.( . . . Higher 
rates would affect parcels weigh- 
ing up to 70 lbs. . .. Opponents 
claim the present size and 
weight restrictions should be 
raised, which would help the 
Post Office recoup its $88 million 
a year loss without raising 
rates. 

* of BA 

SHIPPING COST extras in 
the West are under study by 
major retail groups. ... Na- 
tional Retail Merchants Associa- 
tion, aware that higher shipping 
costs mean many Western busi- 
nessmen must take lower mark- 
ons on nationally - advertised 
goods, is putting pressure on 
makers. .. . They urge them to: 


Indicate in ads that prices are 
“slightly higher in the West’; 
make extra transportation al- 
lowances to help equalize extra 
costs; set up warehouses on the 
West Coast, or prepay trans- 
portation anywhere in the coun- 
try. 


* 1 * 


PRIVATE PLANE usage, ris- 
ing rapidly in many Western 
areas, may be an _ untapped 
source of profits for some West- 
ern hardwaremen, government 
aircraft experts speculate. . . 
Recent Census Bureau figures 
show that Montana leads the 
country in private plane owner- 
ship with an average of 1.4 
planes for each 1,000 people. 


* * a 


SPENDING MONEY is fol- 
lowing the shift of population 
to the West, the Census Bureau 
reports. ... In 1930, the North- 
east section of the country ac- 
counted for over 39 percent of 
all personal income in the coun- 
try, and the 11 Western states 
only 11 percent... . In 1956, 
the West accounted for over 16 
percent, and the Northeast less 
than 30 percent... . Between 
1950 and 1958, the West gained 
almost 30 percent in population, 
while the country as a whole 
registered a gain half as high. 
... Western states with the big- 
gest increases are Nevada, 67 
percent; Arizona, 52 percent; 
California, 35 percent; Colo- 
rado, 29 percent; Utah, 25 per- 
cent, and New Mexico, 24 per- 
cent. 
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THE CRESCENT wacons 


Vt - Me oeoliiiale ms. 





Bringing the Most Complete 


HAND TOOL LINE 


Made for The Hardware Trade, 
Right To Your Door 





Let CRESCENT’s experienced dealer man 
show you these tools made by the manu- 
facturer who has specialized in Hand Tools 
for the Hardware Trade for over fifty years. 


If a Crescent Wagon hasn’t visited your store 
lately, please drop us a line, as we want you 
to know what the Crescent Merchandising 
Program can do for you. 


hign. of lhe -s¢Hlisan 
Syn of Crccllente 


Crescent is our trade-mark, registered in the United Stotes ond abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
For Details Circle 24 on INQUIRY CARD 
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THE RIGHT SPEED 
FOR EVERY DRILLING JOB 


Model SD-382 


AND ALL SANDING, POLISHING, 


SAWING ATTACHMENTS 


Sells better because there’s so much more fo sell... 


2-SPEED 3.0 AMP. 3/3” DRILL! 


NO OTHER DRILL HAS SO MUCH SELL! 


@ Powerful 3.0 amp. universal AC/DC fan-cooled motor! 

@ High speed (2000 rpm) for drilling wood, plaster, etc.! 

@ Low speed (1000 rpm) for heavy-duty applications! 

@ Electro-mechanical transmission changes speed instantly, 
electrically by flicking speed range selector switch! 

e Full power output at either speed! 


@ Speed range selector switch interlocks with on-off switch for 
maximum safety! 


@ Weighs only 6 pounds, perfectly balanced to eliminate fatigue! 
@ Precision geared chuck and key! 


© Special spindle lock for easy SUGGESTED RETAIL 
chuck removal! 


e Multiple ball thrust bearing! 
@ Precision cut alloy steel gears! $ 
@ Handsome silver luster finish! 


PORTABLE ELECTRIC TOOLS, INC. 
320 West 83rd Street * Chicago 20, Illinois 


This new Shopmate outclasses all other drills . . . 
because it’s the only drill at anywhere near its price 
that changes speeds instantly, electrically . . . at 
the flick of a switch! And both speed ranges develop 
full power for fast, efficient drilling under any con- 
ditions! Nationally advertised in The Saturday 
Evening Post, Popular Science, Popular Mechanics, 
and other powerful consumer publications! 


SHOP Marre 


mail to: George Weatherby. Sales Manager HW-29 
PORTABLE ELECTRIC TOOLS, INC. 
320 W. 83rd St., Chicago 20, Ill. 


Send me full details on the revolutionary new 
Shopmate Model SD-382 2-speed Drill! 


Name 





Firm Name 
Address. 

City Zone State 
My Preferred Distributor 























For Details Circle 25 on INQUIRY CARD 


FEBRUARY 1959 





(> Gee, Gia Ge Ge ic: oe 


é GATEWAY TO GREATER PROFITS ...MORE CUSTOMER SATISFACTION! 


ce a ee 


DY Ta ay 


‘Le = ee a ae, a ae 


ALL EXTRUDED ALUMINUM SCREEN DOORS 


AND CONVERTIBLE ALL-WEATHER DOORS 
rs =r Model B-3 


Model B-1_ «| Model B-2 ele ca 
y ible All-Weather 
Frame, Full Screen, x 212" Frame, Full \ % Door. 2 glass in- 
11” Kick Panel, f Screen, 12" double- (famAN een serts, 2 Screen tne 
2 Push Bars. All- I| ribbed Kick Panel, iccnaal serts, ¥%4" x 2V2 
Extruded Aluminum } — 1 2 Push Bars, solid ‘ Prema, Govy-dety, 
" { " \ double-ribbed Kick 
Construction, con- : reinforcing bar, Panel, 2 solid 
cealed mortised } concealed mortised | TaIAN reinforcing bars. 
hinges. ’ if hinges. 3 concealed 
mortised hinges. 


$29.05 |M- $39.05 (xe 
Retail | soem Retail — 


“Economy” 5/e” x 2" “Standard” 3%” 








Packaged Complete . . . Pre-Drilled and Ready to Install! Includes complete hardware set and 
air closer! The only aluminum screen door with a 20 YEAR WRITTEN GUARANTEE! 


Available only through wholesale jobbers. 
Manufactured by: YANCEY Serene: ison Products ae sagan 6 California 
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erie AMERICAN-MADE "Flake Lanltin 


A PRICE YOU CAN PROMOTE! 
A QUALITY YOU CAN RELY ON! 


Here’s a traffic-pulling promotional lantern that doesn’t 

force you to sacrifice mark-up in order to feature a red-hot price — 
and doesn’t make you handle goods of uncertain quality that can 
damage your business reputation! Re-order service is 

reliable and quality is uniformly high — because this is an 
American-made lantern backed by our long record 

as producers of fine merchandise! 

Write us for discounts and information on the new 

No. 945 Mighty-Lite Lantern —and other Empire Lanterns for faster 
selling and higher profits! 


TAKES STANDARD LANTERN BATTERY! 
ALL-METAL CONSTRUCTION! 


RED SAFETY FLASHER 
PROMOTE IT AT HIGH POWER WORKING LIGHT 


TWIN SWITCHES 
$=gos BAKED ENAMEL FINISH 
—-- STAYS PUT AT ANY ANGLE 
FULLY GUARANTEED 
Raat teigcec INDIVIDUALLY CARTONED 


METAL WARE Core [iiwmautiametareien 
TWO RIVERS, Wis. 


For Details Circle 27 on INQUIRY CARD 
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VLAN o@ <a = 11 C1 Ci 9, a dO) 
IN PAINT SUNDRIES 


ht folot am DI-> 4-1) i ad cole] Ulett 


the only complete line of painting and maintenance 


. Dexalt | 
. Senn 7 


GLUE® 
accessories... delivered to you from one nearby source. Never} Ce 
Full 40% profit. .. oe yeriy = 


Satisfied customers mean rapid turnover. 


\ 
vg 


DEXALL BRUSH CLEANER renews any biush, nosnatter | 


how hardened and caked with paint 


DB) =,¢:\ man's 0 10) B) BLEACH—the most effective, fast-working 


and easy-to-use bleach for finest furniture refinishing. 


DEXALL HOLD-TITE GLUE—an au purpose white glue of 
tremendous strength. Dries clear, won't stain Pa h 
Squeeze-bottle applicator es Dexall pss repair and 
ecorating needs 


DEXALL PATCHING PASTE—ready mixed, smooth-finish 


spackling compound. Applies easier, bonds tighter 


DEXALL TACK RAG— aids fine painting. One wipe picks 


up dirt and dust. Use over and over 


DEXALEL STAIN COVER—<seals gat-1ale)ce-]ah ae Lele Mme) aal-14 
aniline dyes and stains. Provides good base 
for finish coats 


DEXALL PREPARITE—ii juid Sanding aid cleans and 


dulls enameled and varnished surfaces before 











refinishing. Saves hours of sanding time 


DEXALL WOOD PATCH—actua! wood in easy-to-use, 


nonshrinking paste form in tubes 
and cans. Six colors 


DEXALL SUPER CEMENT —nitrocellulose type cement 
Makes waterproof bond on wood, metal, glass, china 
leather, plastic and paper 


DEXALL CUR VAI NICH OLO)\'/| OLOIN I Dieet iol ak folelo Mel annie) 


sash. Remains elastic, will not crack 


DEXALL CAULKING COMPOUND—tough, elastic, 


long-lasting seal. Knife and gun grades 


DEXALL CAULKING GUN—heavy gauge, all-steel 


construction. Fits any metal or fiber cartridge 


SELF-SERVICE 


YOU SAVE MONEY...YOU SAVE TIME...WITH DEXALL MERCHANDISER! 


A single nearby source keeps your low inventory requirements at This complete Dexall depart- 
peak efficiency. Place one order. . . save on freight costs! ment requires only four square 

feet of floor space. Will build 

sales and profits . . . fast... in 

DESHLER PRODUCTS CO., Deshler, Ohio your store. Write now for details. 


distributed by The Sherwin-Williams Co., Cleveland 
Acme Quality Paints, Inc., Detroit * John Lucas & Co., Inc., Philadelphia 
W. W. Lawrence & Co., Pittsburgh * The Martin-Senour Co., Chicago 
The Lowe Bros. Co., Dayton * Rogers Paint Products, Inc., Detroit 
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MARLEX’ 


linear polyethylene 
makes housewares news! 


MARLEX is a rigid, durable premium-quality material used for 
hundreds of heavy-duty industrial and commercial applications, as 
well as for attractive home products. 


VIRTUALLY INDESTRUCTIBLE . . . Housewares made of MARLEX 
plastic are tough and strong! Bend ‘em, boil ‘em, bounce ’em . . 
MARLEX can take it. 


EXCELLENT RIGIDITY ... If you have been buying housewares made of 
soft conventional polyethylene or rubber compounds, you'll be agree- 
ably surprised by the sturdy structural rigidity of MARLEX articles. 


BETTER TEMPERATURE RESISTANCE ... You can freeze MARLEX 
housewares at temperatures as low as 180° below zero without damaging 
them . . . and heat them up to as high as 250°F! You can boil or steam- 
sterilize MARLEX housewares . . . wash them in automatic dishwashers. 


“DIAMOND GLOSS" FINISH . . . Housewares made of MARLEX can 
be designed in any color desired. The hard, glossy surface of this new 
material has superior abrasion resistance and is very easy to clean and 
maintain . . . won't chip, rust, dent or discolor! 


GREATER CHEMICAL RESISTANCE ... MARLEX is unaffected by most 
acids, alkalies, detergents, greases or oils. It has very low permeability 
to most liquids and gases. And it is nonabsorbent and waterproof. 


NONALLERGENIC . . . MARLEX is compatible with all body tissues. 
It is even used for surgical sutures, tubes and prosthesis materials. It is 
odorless, tasteless and nonirritating . . . excellent for kitchenware and 
food containers! 


CORROSION-PROOF, ROT-PROOF, BACTERIA RESISTANT ... No 
matter how long you subject MARLEX to hot, humid tropical condi- 
tions it never rots, rusts, discolors or mildews. Bacteria cannot attack it. 
Perfect for the Southern and export markets. 


LIGHTWEIGHT—FLOATS ON WATER! .. . Even though MARLEX 
polyethylene products are exceptionally tough and rugged, they are very 
light in weight. For example, items made for use aboard boats will 
actually float if accidentally dropped overboard! 


MORE VERSATILE, ECONOMICAL . . . MARLEX can be molded into 
attractive, colorful kitchenwares or heavy-duty radiation shielding for 
atomic energy reactors. It can be extruded into filaments for making 
cloth, rope, shoe uppers or industrial filters. It can be extruded into 
sparkling clear transparent packaging film that can be boiled and heat- 
sealed. And it can be heat-formed into a wide variety of articles such as 
frozen food containers, luggage and TV cabinets. In most cases it is the 
least expensive material available that can meet required specifications. 


In fact, no other type of material can serve so well and so economi- 
cally in so many different applications ! 


*MARLEx is a trademark for Phillips family of olefin polymers. 


MARLEX’ 


PLASTICS SALES DIVISION, 
PHILLIPS CHEMICAL COMPANY 


A subsidiary of Phillips Petroleum Company, 


Bartlesville, Oklahoma 
| 


Look for the MARLEX 
label — your assurance 
of quality and durability 
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New Easy-To-Clean 
Waste Baskets With 
High-Gloss Finish 


Housewives, hotels, restaurants and in- 
stitutions will find these new MARLEX 
linear polyethylene waste baskets far 
superior to traditional types, according 
to the manufacturer. 


MARLEX plastic waste baskets, made 
by the Plas-Tex Corporation, are ultra- 
light and virtually unbreakable . . . 
won't rust, chip or dent. MARLEX also 
offers outstanding resistance to heat, 
cold, chemicals, corrosion and abrasion. 

Plas-Tex baskets are perfect for use 
in bathroom and kitchens, nurseries 
and rumpus rooms, in gardens and on 
board boats. There is a style and color 
for every room. Tight-fitting, odor- 
sealing lids are optional. 


These new waste baskets nest and 
stack compactly. Being seamless with 
rounded corners, they are easy to clean 
and maintain, and more sanitary. They 
can be readily washed with detergents, 
and even with boiling water! 

Having excellent resistance to heat and 
cold, this new waste basket is good forall 
types of applications in homes, offices 
and factories. Hospitals will welcome 
waste baskets and containers made of 
MARLEX because they can be sterilized 
to hospital standards...and they are quiet! 


Plas-Tex’s new waste baskets should 
retain their original attractive appear- 
ance indefinitely. Their surface resists 
stains and abrasions. And most impor- 
tant of all—waste baskets made of 
MARLEX are strong and tough. They 
don’t crack, bend, splinter, chip or break 

. even when dropped on the floor! 
Futher information can be obtained 
from The Plas-Tex Corporation, 2525 
Military Avenue, Los Angeles 64, Calif. 





Brand New Colors! 
Copper Tan... Silver Grey 
New Material! 
MARLEX* Linear 
Polyethylene 


PLAS-TEX 
Exclusive! 
“Diamond Gloss”. Finish 
(a whisk and it’s clean) 


wastebasket 


BONUS PACK 


Get 78 / 


i3 
MARLEX 


Here’s the Deal Buy 15... 


; RETAIL PRICE TOTAL 
QUANTITY PT NO. ITEM EACH RETAIL 


6 ea. PT-602 Medium Wastebasket (15 qt.) 1.98 11.88 
6 ea. PT-603 
6 ea. PT-607 
(os PT-106 BONUS PACK 
~~ Asst. Colors: Red, Yellow, Pink, 


Large Wastebasket (22 qt.) 2.98 17.88 
Kitchen Wastebasket (35 qt.) 3.98 23.88 

WASTEBA Turquoise, Silver Grey, Copper Tan. 
Made of New Linear Polyethylene 


RETAIL VALUE 53.64 
— 


Regular Dealer Cost 32.40 
27.00 
———— 
*A trademark of Phillips Petroleum Company 














1 Carton-Display Shipper 


“6 for 56” Dealer Cost 
Shipping Weight 35 Ibs. 26.64 


DEALER PROFIT 


Almost 50% 


ORDER NOW! Available from these PLAS-TEX “Program” Jobbers! 











ARIZONA: 

Antex Wholesale Distributing 
Arizona Hardware Co. 

Bruner Wholesale Co. 

Thrifty Wholesale Co. 
Western Hardware Co. 


CALIFORNIA: 

Acco Western Corp. 

Allied Western Distributors 
American Toy & Plastic Co. 


American Wholesale Hardware Co. 


F. E. Baker Sons Inc. 
Baker & Hamilton 


Budrow & Co. 

California Hardware Co. 
Central California Wholesale 
Central Valley Wholesale 
Dot Line Sales 

Dunham, Carrigan & Hayden 
Hardware Supply Co. 

Harper & Reynolds Corp. 
Hoffman Hardware Co. 
Housewares Sales Co. 
Housewares Specialty Co. 
Lacar Enterprises 

Martin Distributing 

Phil Mossler & Sons 


Pacific Merchandise Co. 
Progressive Wholesale Inc. 
J. B. Sherr Co. 

Skaggs Stone Co. 

Sloss & Brittain 

Southwest Hardware Co. 


Union Hardware & Metal Co. 
Westwares Distributors Inc. 


COLORADO: 

Hassco Inc. 

Morey Mercantile Co. 
IDAHO: 

Billmeyer’s Inc. 


MONTANA: 

Billings Hardware Co. 
K. G. Distributors, Inc. 
Marshall-Wells Co. 
NEVADA: 

Osborne & Dermody 
NEW MEXICO: 

Zork Hardware 


OREGON: 

Berenson Hardware 

Northern Wholesale Hardware 
M. Seller 

The Vinton Co. 


TEXAS: 
Momsen-Dunnegan-Ryan Co. 
UTAH: 

Salt Lake Hardware Co. 
Strevell Paterson Co. 
WASHINGTON: 

Ernst Hardware Co. 
Jensen Byrd Co. 
Marshall-Wells Co. 
WYOMING: 
Yellowstone Paper 


THE PLAS-TEX CORPORATION * 2525 Military Avenue » Los Angeles 64, California 





WOOD SCREW ACTUAL SIZE CHART 


“TTT = 


DRIVER TYPES 


So ® 


SLOTTED PHILLIPS 


HEAD STYLES W T WV 


FLAT ROUND OVAL 


MATERIALS 
STEEL BRASS ALUMINUM STAINLESS STEEL SILICON BRONZE 


FINISHES 
PLAIN NICKEL CHROME CADMIUM HOTDIPGALVANIZED ZINC BLUED 


prea 


SCRtw COMPANY 


SOLD THROUGH LEALING @HOLEBALE DISTRIBUTORS 


*REPRODUCED HALF SIZE 


Ask your distributor for this Chart. It’s Free. 


yh 
I 
! 
! 


Through educational information and consumer advertising, Southerr 
is going all out to pre-sell your customers on the Southern Family of 


| 
How Southern Quality Fasteners. 


Your customers know the quality and variety of Southern Screws 
hel S sell through educational materials, such as the TC-4 chart and similar pam- 
p phlets offered free by Southern for hardware dealer distribution. And 
now, the new Wood Screw Actual Size Chart (half-size illustration 
Your Customers above) once more puts precision-made Southern Screws before the public 
on a convenient, easy-to-handle card, available only through your South- 
ern Screw distributors. Ask your distributor for this chart to assist your 
customers in choosing the right size screw for the right job. 


Southern’s year round consumer advertising in such national publica- 

eases tions as Popular Science, Popular Mechanics, and others continually ad- 

_hardware stores gag” vises your customers of Southern’s variety of quality screws available in 
7 the famous EZ to C© package. 


Sold through leading wholesale distributors 
Wood Screws 
Stove Bolts 
A, B, C, & F 


Tapping Screws Te I 
Machine Screws & Nuts 
Wood & Type U Od «: 


Drive Screws SCREW COMPANY 
Dowel Screws STATESVILLE + NORTH CAROLINA 
Carriage Botis 
Hanger Bolts 
Warehouses: NEW YORK + CHICAGO + DALLAS + LOS ANGELES 
For Details Circle 31 on INQUIRY CARD 
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Alaska is now another state. But actually it is more 
than that. It is our last frontier. 


As a frontier it becomes a symbol for those with the 
spirit of adventure, ingenuity and resourcefulness. 
Many people have been awakened with the desire to 
become a pioneer. And there is much room in this vast 
new state for pioneers of all types. 


It is one-fifth the size of the United States. It has a 
tremendous amount of potential hydro-electric power, 
with its big powerful rivers. More than $100,000,000 is 
being spent by oil companies to explore and develop 
the new oil fields. Almost 60 per cent of the land is 
covered with forests. It is rich in nearly all minerals. 
Sportsmen find this land a true paradise. Vacationers 
can discover scenery that will match almost anything 
they can find elsewhere and more. 


Some businessmen say that Alaska has been in busi- 
ness for many years and that statehood hasn’t really 
changed things nor will it change conditions radically. 


They might be right, but for many reasons Alaska 
has never been in the limelight since the days of the 
“Gold Rush.” It has been all but forgotten. 


However, when statehood for Alaska seemed possible 
last year, you could see the handwriting on the wall. 
The number of vacationers increased heavily. One air- 
line reported business doubled in the summer because 
of vacationers. 


The number of pioneers who have entered the new 
state with the desire to “make their fortunes” in Alaska 
has also increased rapidly. 


Venture capital is interested in the many possibilities 
in this wealthy country not only from America but from 
other countries. 


It would seem safe to say that the race is on. The 
pioneers are again on their way to our frontier . . . this 


time Alaska. 
tite Chen 
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Greetings Alaska.... 


PRESIDENT, U.S.A., DWIGHT D. EISENHOWER 


“Gentlemen, I think all of us recognize this as an 
historic occasion. Certainly for myself I feel very 
highly privileged and honored to welcome the forty- 

Sao: SRN Ne rere aK — into the hewor! ae : -_ 

cggein teen Bagyare toro” eadige “Such a ceremony has not taken place in almost ha 

we og cage = yeti pear a century, so at least I have the feeling of self-gratifi- 

executive order designating the new cation that I am not just one of a group in this kind 

say — sag Ss. ~ oe noon of ceremony. 

aco s slemaataa ti colic tes “To the state itself, to its people, I extend on behalf 
of all their sister states, best wishes and hope for 
prosperity and success. And to each of you gentlemen 
elected to high office to represent your new state, in 
both state and federal offices, my congratulations, my 
felicitations, and my hope that we will all work to- 
gether to the benefit of all forty-nine states. 


“Certainly, I pledge to you my cooperation in that 
effort.” 


GOVERNOR, ALASKA, WILLIAM EGAN 


“The doors to Alaska’s treasure house of vast re- 
sources are just beginning to open. I pray that as we 
enter our cherished time of self-government I may 
provide the wise and vigorous leadership necessary to 
provide the foundation for the management and de- 
velopment of our natural wealth so that a bountiful 
and continuing livelihood will be guaranteed for pres- 
ent and future generations. 

“Alaska’s first elected state officials will, I know, 
give untiringly of their efforts to accomplish a govern- 
mental structure and formulate policy designed to pro- 
vide good and progressive government for all.” 


SENATOR, ALASKA, ERNEST GRUENING 


“As the country increases under statehood there 
should be a large and steady (demand) for hardware. . 
At present there is no hardware manufactured in 
Alaska. All hardware is imported from the States. The 
time is coming when Alaska will supply iron, lead, 
chrome, copper, tin and other minerals, which are used 
in the manufacture of hardware, to manufacture our 
own. We shall warmly welcome the pioneer who will be 
the first to set up a hardware factory in the 49th 
State.” 
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the 12th Western State 


SENATOR, ALASKA, E. L. BARTLETT 


“Statehood for Alaska will mean tremendous 
growth. It will mean a huge population growth. Busi- 
ness and industry will grow, too. This is because when 
it was a territory, we had to go to Washington for 
everything. We had less home rule than any other 
territory. This kept investors and business away. 
Washington was engrossed in major national and in- 
ternational problems, and had little time for Alaskan 
problems. Now, policies can be made and problems 
solved in Juneau. 

“We have 385 million acres, one fifth of the land 
area of the previous 48 statés. Before, 99 percent of it 
was owned by the federal government. Now, we will 
get much of this for the state, which can be turned 
over to business and industry for growth (about 103.5 
million acres). 

“Most of the growth will probably continue around 
Fairbanks and Anchorage. Investment is already be- 
ginning to boom. This will mean more opportunity for 
retail and service industries to develop. It will mean 
more demand for all types of goods. 

“The oil and gas industries will probably spearhead 
the new industrial development in Alaska.” 


CONGRESSMAN, ALASKA, RALPH J. RIVERS 


“First let me say that I appreciate the opportunity 
of expressing my views in the fine publication HARD- 
WARE WORLD. 

“Notwithstanding the conjectural nature of predic- 
tions, the fact remains that Statehood for Alaska has 
electrified the people of the whole United States and 
prompted their discovery that the larger part of Alaska 
is a rich and scenic north-temperate area deserving 
of enlightened recognition instead of remaining rele- 
gated to the dismal limbo of the lands of perpetual ice 
and snow. 

“This fact alone will intensify the desire of millions 
of Americans of all degrees of wealth to visit the new 
state, either as sightseers or modern-day explorers of 
the last great underdeveloped area under the Ameri- 
can flag, and all will be welcomed to the Great Land 
by the wonderfully hospitable people of Alaska. 

“Thus, the facilities for tourism must be greatly 
expanded in the next few years and the Alaska High- 
way from Dawson Creek, B. C. to Alaska straightened 
and black-topped. 

“All of this activity and increasing population will 
necessarily call for more service establishments and 
more outlets for consumer goods including hardware 
and sporting goods.” 
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O some Alaska has _ been 

known variously as “Seward’s 
Folly,” “Icebergia” and “Wall- 
russia.” 

To others it is epitomized by 
Robert W. Service’s poem that 
starts: “A bunch of the boys 
were whooping it up in the 
Malamute saloon... .” 

Some still think of Alaska as 
that adventurous land described 
in fiction by Jack London, Edna 
Ferber and Rex Beach. ... The 
land of sourdoughs, igloos and 
“fancy” women. 

The movies helped to spread 
this adventurous idea of Alaska 
for many years after the coun- 
try had grown up. 

It comes as a surprise to new- 
comers to Alaska that it resem- 
bles the rest of the United 
States in so many ways. 

The cities have many modern 
buildings as modern as those 
in our biggest cities. There is a 
streamlined passenger train that 
runs from Seward to Fairbanks. 
The major cities have up-to- 
date airports with heavy air 
traffic. 
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Hardware and other retail 
stores have the latest store fix- 
tures, with all glass fronts and 
fluorescent lighting fixtures. 

How is it that few people 
have heard about relatively re- 
cent developments in Alaska? 

The country has been isolated 
physically and has also suffered 
from a lack of liaison with gov- 
ernment and the general public. 

The proponents of statehood 
charge the government with 
neglect for the last 45 years. 


FD 
Onn 


They claim that Alaskans have 
not been able to control wildlife 
and other natural resources for 
their own benefit. They have 
also claimed that discrimination 
in various legislative actions 
have retarded the normal 
growth of this tremendously 
wealthy area. 

Under statehood it is unlikely 
that such a situation would have 
occurred because state officials 

















and representatives would have , 
been consulted beforehand. 

Now that statehood is an ac- 
tuality the people of Alaska feel 
that they can develop many of 
the things that have in the past 
been side - tracked and have 
slowed down to their normal 
economic growth. 


A Bargain from the Russians 


On October 18, 1867, at Sitka, 
Russia transferred Alaska to the 
United States. It had been pur- 
chased for less than two cents 
an acre and even at this low 
price the critics ridiculed this 
transaction. 

Alaska is approximately 586,- 
400 square miles (375,296,000 
acres) including rivers, lakes, 
etc. This is one-fifth the size of 
the United States. If Alaska was 
superimposed on a map of the 
U. S., its southeastern most 
point would touch the Atlantic 
Ocean at South Carolina, the 
Pacific Ocean at Los Angeles to 
the west. Barrow on the Arctic 
Ocean to the North would touch 
the Canadian border, while one 
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Our Big New State Has Been Isolated Physically and 
Politically . . . With Statehood Dramatic Developments 
Are Expected .. . Few Roads Pose Immediate Problems 
.. . Natural Resources Give the Land Great Potential 
Wealth . . . 12th Western State Is Expected to Become 
a Mecca for Vacationers and a Paradise for Sportsmen. 


of the Aleutians would reach a 
point on the Mexican border 
to the south. To give another 
idea of size, Alaska is divided 
into four time zones: Pacific 
Standard, Yukon Standard, 
Alaska Standard and Bering 
Standard time. 

A country as large as this 
has many climates, and is not 
a frozen wasteland as many 
have been led to believe. The 
southeastern area known as the 
Panhandle has the same aver- 
age temperature as that of Bal- 
timore, Md. The Western area 
is similiar to New England, and 
the Interior is comparable to 
Montana and the Dakotas. 

The Southeastern area has 
mild winters, cool summers with 
heavy precipitation about 70 to 
80 inches annually. The south 
central area has warm sum- 
mers, and moderate winters. It 
also has heavy precipitation on 
the coast but light rain and 
snow inland. The winters are 
stormy but not exceptionally 
cold along the Alaska peninsula 
and the Aleutian Islands. The 
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summers there are cool with 
considerable rain and fog. It is 
in Interior Alaska where there 

















are great extremes in winter 
and summer temperatures with 
very light rainfall. 
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ALASKA’S HUGE SIZE can be realized by this comparison of our 49th 
State with the other 48. By superimposing the map of Alaska, it can 
be seen that the new state not only is one-fifth the size of the conti- 
nental United States, but is extensive in its extremities. For example, 
to go from Ketchikan at the extreme southeastern part of the panhandle 
to the extreme island in the Aleutians would be like going from South 
Carolina to Southern California. The northern part of Alaska touches 
the Canadian border, while the southern portion of the Aleutians touches 
Mexican border. Also note the states that Alaska fully or partially 


covers. 





The growing season along the 
southeastern coast averages 
about 160 days and about 140 
days on the central pacific coast. 
In the interior valleys it short- 
ens to 90 to 80 days. The short- 
ness of the growing season in 
these northern localities is com- 
pensated for by the unusual 
length of the summer day. 

In the interior region, such 
as Fairbanks, the ground has 
an underlying permanently 
frozen subsoil known as “perma- 
frost.” The upper soil thaws 
each summer permitting vegeta- 


tion while the subsoil remains 
frozen. 


There is a Future for Farming 


Close to 22,000 of the million 
or more acres of good farm land 
in the 49th state is under culti- 
vation. Between 1950 and 1955 
crop volume doubled from $4,- 


500,000 to $9 million and as new 
land is cleared, sales will rise 
proportionately. There are 200 
full time and 350 part-time 
farmers in the country with a 
few farms as modern as any- 
thing seen in the United States. 
There are farmers who net as 
much as $10,000 annually, but 
the average is closer to $4000 
because many of the farms are 
small in size and have not been 
fully developed. 

Among the major obstacles to 
opening new land for cultiva- 
tion is the cost of clearing the 
land. Land clearing costs from 
$50-$150 an acre. Add to this 
the cost of feed, livestock, 
freight, labor and the scarcity 
of long-term low interest capi- 
tal. However as the population 
increases and the lines of com- 
munication expands, life on the 
Alaskan frontier will begin to 
resemble life on the frontier of 
all of our nothern states. 

Alaska’s major types of farm- 
ing are dairy, potato, potato- 
vegetable, and small poultry. 
Crops grown by Alaskan farm- 
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THE NEW FLAG WITH THE 49 STARS is being held by Dorothy 
Maycrowitz, and Milton Albin, editorial assistant and editor, respectively, 
of Hardware World. Dorothy is also holding a special banner used by 
Alaskan merchants to welcome statehood. Although flags are being 
sold now, they cannot be displayed until July 4, 1959. (Flag was made 
available by the courtesy of Emerson Mfg. Co. of San Francisco.) 


ers include oats, wheat, barley, 
hay, silage, potatoes, carrots, 
lettuce and cabbage. Alaskans 
are proud of their cabbage 
which has been grown to a gi- 
gantic size of 40 pounds. The 
country with its long hours of 
summer sunlight produces vege- 
tables. and fruits of amazing 
size and rich flavor. A prize is 
now being offered for the first 
one to grow a 50-pound cabbage. 

The high freight rates for 
goods imported provide a tariff 
protection for the Alaska 
farmer which will help farming 
develop as soon as new lands 
are available. 


New Land for the New State 


American’s gift to Alaska 
upon statehood is the largest 
land grant given to any state 
entering the Union. The 49th 
state will receive a total of 103,- 
350,000 acres from the federal 
government equal to more than 
one-fourth of the entire terri- 
tory. Certain areas are re- 
stricted however by federal gov- 
ernment for national defense, 
national parks and monuments 
and a few native reserves. They 
have 25 years in which to make 
the selection. 


This generosity poses one of 
the state’s biggest problems. 
Only one percent of the new 
state’s area has been surveyed. 
A beefed-up surveying crew us- 
ing helicopters and new elec- 
tronic devices are being rushed 
into service to speed up the 
work. The state will naturally 
want to select land that will be- 
gin returning income quickly. 
They would also like to select 
areas that include known min- 
eral deposits in order to obtain 
land that wili be of most value 
to the new state. Their choice 
will not be made too quickly. 

The estimated population of 
Alaska for 1958 is 212,000. An- 
chorage is the largest city with 
31,000, followed by Fairbanks, 
15,000; Spenard, 15,000; and 
Fairview, 10,000. Ketchikan, 
7500; Juneau, 7100. Some of 
the well-known cities of Alaska 
have less than 5000 population 
such as Sitka, Kodiak, Nome 
and Skagway. 

The population growth has 
increased by leaps and bounds 
since 1930 when the first census 
taken showed a figure of 59,278. 
In 1940 the population was up 
to 72,524, and in 1950 popula- 
tion figures soared to 128,643. 
Percentage-wise Alaska has in- 
creased 64 percent since 1950 
showing a greater increase than 
any other state in the Union. 
One-sixth of the present total 
population is made up Aleuts, 
Eskimos and Indians. 
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There's Wealth in the Land 


Natural resources probably 
offer Alaska its greatest oppor- 
tunity for development for in- 
dustry and commerce. Hardly 
anyone can think of Alaska 
without thinking of the Gold 
Rush of the ’90’s. Yet today gold 
mining is a sick industry, caught 
in the vise between a fixed price 
and rising costs. In 1957, $7,- 
541,000 of gold was mined. It 
was exceeded by sand and gravel 
which brought $8,799,000. 

From 1890 to date gold, sil- 
ver, lead and zine mining has 
yielded more than one billion 
dollars. Coal, oil, iron and cop- 
per hold bright prospects for 
future development. The coal 
reserves in the Cordova area 
(southeast of Anchorage) have 
an estimated 700-900 million 
tons. 

Oil has been discovered on 
the Kenai Moose Range and has 
stimulated drilling activity. By 
the end of 1957 more than 10,- 
000,000 acres of possible oil- 
bearing land was under lease 
and application has been filed 
for 14,000,000 additional acres. 
In 1958, about 20,000,000 acres 
in the far north, site of the 
Gubik-Umiat wells, were open 
for lease. 

If the new state has the abun- 
dance of oil as indicated by 
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dealers is loaded 
into 24-foot vans 
which are then 
loaded on an 
Alaska Steam- 
ship Company 
freighter in Se- 
attle, where most 
of the freight 
that goes by ship 
to our new state 
starts. 


geological surveys, it could rank 
as one of the major oil regions 
of the world. Confidence in 
Alaska’s future oil producing 
potential is demonstrated by the 
fact that major oil companies 
will spend $100,000,000 in pros- 
pecting and test drilling. 
Large scale lumbering has 
hardly begun in the territory. 


LIKE THE SWISS ALPS the: mountains on the Pan Handle make a 
beautiful background for the canneryport at Letnikof Cove, to which 
the Alaska Steamship Company Motorship Susitna is approaching with 
a cargo for the cannery. 
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Most production has been en- 
tirely absorbed by the home 
market, and in fact the state is 
still an importer of forest prod- 
ucts. However, the forests cover 
an estimated 250,000,000 acres 
of which about 40,000,000 are 
commercial timberland. The 
species found are white spruce, 
cottonwood, aspen, birch, and 
larch. 

Pulp production is expected 
to grow into one of Alaska’s 


major industries in the future. 
In 1954 a pulp mill near Ketchi- 
kan was completed, and en- 
larged in 1956. It has a daily 
capacity of 480 tons of high 
quality pulp. Japanese commer- 
cial interests are participating 
in a $55,500,000 pulp mill now 
under construction at Sitka. 

Other pulp mills are under 
consideration or in actual con- 
struction. 

A vast water power potential 
exists in Alaska, conservatively 
estimated to be in excess of 50 
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CARGO VANS will soon be going “Fishy Back” on specially designed 
ships such as the SS. Nadina, seen here, in this artist’s conception. This 
is the first of three Liberty ships of the Alaska Steamship Company to 
be involved in a $300,000 modification program which will more than 
double their cargo-van carrying capacity. The ships now carry 39 vans; 
will carry 82 when work is completed. Smaller containers and pallets 
are carried below deck. 


VANS FOR ANCHORAGE AND FAIRBANKS are handled “Piggy 
Back” on the Alaska Railroad from Seward. At destination delivery is 
made by Garrison Fast Freight. The Alaska Railroad runs from Seward 
through Anchorage and around Mt. McKinley to Fairbanks, a run of 
470.3 miles. Line is owned by federal government. 


MODERN STREAMINER pulls out of Anchorage for Fairbanks. This 
passenger train is pulled by “Diesels.” Engine has snow plow on front 
instead of “cow catcher.” 


billion kilowatt-hours annually. 
This would come from an esti- 
mated 200 potential hydro-elec- 
tric power sites. Development 
of this water power is essential 
in the future economic welfare 
of the country. 

Alaska’s most important in- 
dustry is catching and process- 
ing fish. About 25,000 persons 
are employed in this industry 
which is very seasonal. 

Total fish landings in 1957 
which included salmon, herring, 
shell fish and others amounted 
to 372,018,000 pounds at a value 
of $31,554,000. 

Another important industry 
is fur trapping. The land fur 
animals are mink, red, blue and 
white fox, muskrat, lynx and 
marten. A substantial part of 
the livelihood for many Indians, 
Eskimos and Aleuts are earned 
by trapping these fur animals. 
Alaska is also a major source 
of fur animals of the sea. Fur 
seals account for 80 percent of 
all the fur seals in the world. 
In 1957, 93,618 skins were taken 
off the Pribilaf Islands. 

With the exception of fish 
canneries and the pulp mills 
mentioned previously, manufac- 
turing industries are small in 
number and scale of operations. 
However, at present there are 
plans for a cold-roll steel mill 
for Fairbanks and a brewery in 
Anchorage. With the develop- 
ment of oil, mining, and lumber- 
ing, other industries are ex- 
pected to locate there in the near 
future. 

In the old days inland travel 
was by dog team and boats. As 
Alaskan cities developed trans- 
portation facilities seemed to 
lag. Roads which were impor- 
tant in the development of all 
American communities are 
scarce in Alaska. In fact only 
a few towns and cities are con- 
nected by roads. There is a 
highway from Seward through 
Anchorage to Fairbanks con- 
necting with the Alaskan High- 
way. And that’s it for major 
roads. 

Juneau has one road leading 
30 miles to the north and an- 
other 18 miles to the southwest 
out of suburban Douglas. Road- 
building with and without fed- 
eral aid is a major part of the 
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Alaska Government’s program. 

There is one major rail line 
running from Seward through 
Anchorage to Fairbanks, a dis- 
tance of 470 miles. Called the 
Alaska Railroad it is owned by 
the federal government. This 
one-track line has played an im- 
portant part in Alaska’s growth. 
There is one other railroad and 
it played an important role in 
the “Gold Rush” days. It is the 
line that starts at Skagway and 
runs for 20 miles before going 
into Canada. 

The Alaska Rail and High- 
way Commission is sponsoring 
a study of rail and highway 
transportation that might have 
far-reaching consequences for 
the new state and for expanse 
of Canada through which any 
overland route must pass. 

With the present limited 
transportation facilities most of 
the freight going and coming 
from Alaska is handled by ships. 
The Alaska Steamship Company 
runs from Seattle to 65 differ- 
ent ports in the new state. These 
ports range from Ketchikan 650 
miles away, to Kotzebue 2500 
miles from Seattle. 

Several years ago they started 
a “Fishy-back” operation. This 
means that freight is packed in 
vans that are fastened to the 
top deck. They are now modify- 
ing three of their Liberty ships 
so that they will carry more 
than twice as many vans and 
also many smaller containers. 


Many of the vans are trans- 
ferred at Seward to Alaska 
Railroad flatears to go “Piggy- 
back” to Anchorage or Fair- 
banks. At their destination on 
the railroad they are often 
picked up by Garrison Fast 
Freight and trucked to their 
final destination. 

There is also through truck 
service from Seattle to Fair- 
banks and Anchorage by way of 
the Alaska Highway. It takes 
about four days to make this 
haul. 

Emergency merchandise and 
perishable products are shipped 
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RIVER TRANSPORTATION VARIES at Oscarville near Bethel on the 
Kuskokwim River. River dwellers come to town in kayaks, flat boats, 
row boats and launches. Most craft is propelled by outboard motors 
except the kayak, which still takes muscle power. 


to many cities and towns by air. 
Alaska has a fabulous air ser- 
vice. Everyone flies. If there are 
no airports they use planes with 
pontoons or skiis, depending 
upon the _ season. Traveling 
salesmen get around much faster 
these days with plane service 


than in the old days when they 
had to rely upon boats and dog 


teams. Because road develop- 
ment was slow, the airlines had 
a wonderful opportunity of 
growing. There are more air- 
planes per capita in Alaska than 
any place else in the world. The 
planes are of the semi-passenger 
—cargo type, some of them with 
movable bulkheads so that they 
can carry less passengers and 
more freight or vice versa. 

Alaska has more seaplanes 
than any other state in the na- 
tion, 364 out of the total of 
2296. 

The tourist business is pick- 
ing up rapidly. In 1958 The 
Alaska Airlines reported that 
their tourist business during 
the summer of 1958 was twice 
that of any previous summer. 
They expect a continued in- 
crease as there is a great in- 
terest in Alaska since statehood. 
Pacific Northern Airlines re- 
ported a 20 percent increase in 
July and August, 1958 over 
1957. 

The need for extending Alas- 
ka’s highway system is acute. 


Much progress on highways is 
being made according to gov- 
ernment reports since Alaska 
was included in the Federal Aid 
Highway Act of 1956. Appor- 
tionments for the fiscal year 
ending June 30, 1959, for high- 
way work to be done in 1958 
and subsequent years totaled al- 
most $22.8 million. Under pres- 
ent legislation, apportionments 
will decline to $16.7 million for 
fiscal year 1960. 

The omnibus rivers and har- 
bors legislation enacted by Con- 
gress in 1958 provided $16.8 
million for Alaskan projects in- 
cluding flood protection pro- 
gram and harbor improvements. 

The largest single construc- 
tion market in the foreseeable 
future in Alaska will continue 
to stem from expansion and new 
military facilities. In 1957 al- 
most $100 million was spent for 
military projects. In 1958 this 
had swelled to more than $200 
million. 

The future growth of Alaska 
offers dramatic possibilities. 
With its fabulous resources, de- 
velopment of the country may 
be startling. Enormous possibili- 
ties for construction in the fu- 
ture exist. The future of the 
{9th state revolves around the 
natural resources—oil, minerals, 
gas, and timber, and the terri- 
tory’s location as a link between 
the Occident and the Orient. 
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Pacific Coast hardware wholesalers have been 
serving Alaska ever since there was any need for 
hardware in this vast territory. Many of them 
retain resident salesmen who have become trans- 
planted natives. They cover the area by boat, 
plane, train, and dog sled. The merchandise 
is delivered by almost the same type of convey- 


ances plus trucks. Ships for the most part take 
the merchandise from San Francisco, Portland 
and Seattle to the ports of Alaska. 

But there is a lot more to the story of whole- 
saling than that, and we are pleased to present 
our readers with details about the activity in our 
new state and the men who cover the territory. 


Service is Important 


HUNT & MOTTET COMPANY 
Tacoma, Wash. 


by Grant S. Richards, Sales Mgr. 


Over the years we have 
served Alaska for much of its 
hardware requirements. Need- 
less to say that during this 
time we have learned much 
about the needs of the people in 
Alaska and have patterned our 
Alaskan department along lines 
to meet these needs and to give 
prompt service which is so im- 
portant on orders going into 
Alaska. 
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Prior to 1931 our representa- 
tives in Alaska carried many 
different lines and were not 
really hardware men. Although 
we did some business our cover- 
age was not complete. In the 
spring of 1931, J. C. Richards 
(now retired) covered the com- 
plete territory and was much 
impressed with the sincerity of 


the Alaskan traders and mer- 
chants. The next two years 
were covered by Richards (no 
relation to the writer) and it 
then became apparent that in 
order to serve Alaska as we 
wanted to, it would be necessary 
for us to have resident salesmen 
in the territory. We were for- 
tunate in securing the services 
of Clark Andresen, Anchorage, 
and Irl A. Thatcher, Ketchikan, 
who started with us in 1934 and 
are still covering their terri- 
tories for us at this time. 

Many claims about selling re- 
frigerators to the Eskimos are 
made, but Clark Andresen sold 
many of them in 1934. At that 
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The Salesmen Cover This New State by Plane, Train, 
Boat, and Dog Team... Some Have Sold Refrigerators 
to the Eskimos .. . Some Sales are for an Entire Year's 
Inventory ... Some Items are Seldom Used in the Rest 
of the Nation . . . Selling in Alaska is a Friendly Adven- 


turous Business. 


time we had the Fairbanks 
Morse line, and many of them 
are still in operation. 

Andresen covers all of North- 
western Alaska from Barrow to 
Cordova and west to Nome and 
Kotzebue. In the early ’30s, all 
travel was done during the 
spring and summer months by 
boat on- the Yukon and the 
Kuskokwim Rivers. The normal 
river trips took anywhere from 
five to seven weeks, winding up 
at Nome where mail could be 
sent out on the early spring 
boat. Many exciting incidents 
took place on these trips. The 
sand bars were never in the 
same place twice and it was not 
uncommon to be aground sev- 
eral times a day. A man who 
traveled the interior of Alaska 
in those days has many tales to 
tell and some would discourage 
any man who did not have an 
adventurous spirit. 

Today, the same interior area 
is covered by planes in seven to 
10 days, depending on the 
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weather, and mail can be sent 
outside every day, thus keeping 
the house, the salesman and the 
customer in close contact. It cer- 


tainly is a far cry from the ’30s 
when customers had to depend 
entirely on boat or dog team for 
mail communications. And miss- 





CHARTERED PLANES account for the most mileage a wholesaler’s 
salesman covers in Alaska. Many of the planes are amphibian because 
so many smaller cities and towns have no airports but do have a nearby 


lake or river on which to land. 


During the winter the pontoons are 


changed to skis so that the planes can land in nearby snow-covered 


fields. 





ing the last connection down 
river barge leaving Nenana 
early in September meant wait- 
ing months for items that could 
mean the difference between 
survival or defeat at the hands 
of the long Alaskan winter. 
Even today, customers on the 
Yukon must make connections 
with this same scheduled barge 
for their shipment. But if they 
miss it, they can always fly in 
emergency items from Fair- 
banks or Anchorage in a matter 
of a day or so. 

Places such as Kotzebue have 
just one boat a year, which sails 
in July. This means that they 
must look ahead and get a whole 
year’s supply of merchandise in 
at that time. Some items can be 
shipped later and _lightered 
around the Seward Peninsula 
from Nome, but this is both ex- 
pensive and_ time-consuming, 
therefore it is avoided as much 
as possible. 

Although there is only one di- 
rect commercial steamer to Kot- 
zebue a year, there is a daily 
air service and these people now 
get fresh vegetables, eggs and 
butter all through the year. In 
the ’30s, who would want to eat 
an egg in May that had come in 
on the previous August boat? 

People not acquainted with 
Alaska’s remote places really 
would wonder what to expect if 
they should visit there. As far 
as stores are concerned, hard- 
ware stores in particular, they 
would find that they are all 
neat, well lighted, nicely dis- 
played and on a par with many 
of the stores in the cities. It is 
gratifying to visit these stores 
and see the results of the pro- 
gressive thinking of the op- 
erators. 

Anchorage with its suburbs 
of Spenard and Mt. View, along 
with Fairbanks are nice cities 
with all facilities enjoyed by 
any city. The hardware stores 
in these vicinities offer fair 
challenge to any stores found 
anywhere outside. As_ these 
cities are the population centers 
of Northwestern Alaska, natu- 
rally the greatest volume of 
business is done there. Trans- 
portation facilities are good to 
Seward, Anchorage and Fair- 


RIVER BOAT TRIP is taken by Clark Andresen of Hunt & Motet to 
visit customer at Crooked Creek. Another salesman shares the boat 
ride, one of the many conveyances used by wholesalers’ salesmen in mak- 


ing the rounds in Alaska. 


banks throughout the year. 
Ships leave Puget Sound two or 
three times a week and auto 
freight once a week, and air- 
planes several times a day. Tele- 
phone service is excellent and 
emergency orders are usually in 
the customer’s store the follow- 
ing day when shipped by air. 

Irl A. Thatcher covers the 
Southeastern Alaskan area and 
makes his home in Ketchikan. 
Before the advent of the air- 
plane, all travel in this area was 
done by boat, and as a conse- 
quence everyone knew every- 
body. This is also true in the 
northwestern area and a great 
comradery was prevalent 
throughout Alaska. 

Thatcher calls on accounts 
from Yukutat to Ketchikan and 
also goes to the small cannery 
towns during the summer 
months. The barometer of busi- 
ness activity in Southeastern 
Alaska has always been the fish- 
ing industry, and now the de- 
velopment of pulp and lumber 
is playing an_ ever-increasing 
role. 

Air travel in southeastern 
Alaska has made the covering 
of the territory much faster. 
However, weather conditions 
quite often force a salesman to 
spend several days in a town 
after he has completed all of his 
calls. Freight shipments leave 
Puget Sound several times a 
week for most points in south- 
eastern Alaska, however, some 
places only receive bi-monthly 
service. 


We feel that somewhere along 
the line our salesmen’s efforts in 
behalf of our customers have 
played a part in the develop- 
ment of Alaska. We also feel 
that the cooperation these men 
received from the “house” was 
helpful to them in these efforts. 
So, it’s a case of many people 
working together and being suc- 
cessful in helping their fellow- 
men rise to meet challenges and 
surmount whatever obstacles 
that might lie in the way. We 
are certainly proud that we 
have been able to be a part of 
this cog in the wheel of prog- 
ress. 


Traded Since 1869 


SCHWABACHER HARDWARE CO. 
401 First Ave. So. 
Seattle 4, Wash. 


by Morton Schwabacher, Pres. 


The two Schwabacher firms— 
Schwabacher Hardware Co. and 
Schwabacher Brothers and Co., 
wholesale grocers — had deal- 
ings with Alaska from the time 
of their founding in 1869. Orig- 
inally these dealings were in the 
outfitting of those going North 
to seek their fortunes. This in- 
cluded food supplies, mining 
equipment such as picks, axes, 
shovels, gold pans, camping 
equipment, etc. 

It is also interesting to note 
that the original gold ship, the 
Portland, arrived at Schwa- 
bacher’s Wharf in Seattle with 
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the first shipment of gold, total- 
ing one ton. 

We have travelled men in 
Alaska since the beginning of 
the 20th Century. Originally 
they traveled by boat. The voy- 
ages were long and strenuous. 

There are in the northern and 
western areas of Alaska two 
rivers which flow into through 
the inland territory. Along the 
banks were many settlers, small 
settlements and trading posts. 
These are the Yukon and the 
Kuskoquim (Kuskokwim) riv- 
ers. It was necessary for sales- 
men to charter launches and go 
up the rivers calling upon trad- 
ers. Such trips took weeks and 
even months to complete. These 
traders usually placed orders 
about two or three times a year 
according to the number of trips 
made by freight carriers. Ships 
from Seattle would transfer 
their cargo at the mouth of 
these rivers to barges which 
were pulled up stream by tug 
boats. There were cases where 
these barges were in turn un- 
loaded onto dogsleds which car- 
ried shipments farther into the 
interior. 

Trading with the settlements 
along the ocean was much less 
difficult and ships made these 
ports more frequently. 

A salesman in those days had 
to be an expert and an author- 
ity on everything needed by 
Alaskans. Many times he would 
have his firm pick up things 
which might come under the 
heading of hardware, but which 
were not ordinarily stocked by 
wholesalers. Also many items 
were made especially for Alas- 
kans. I recall hearing about one 
case when our company shipped 
to some port in the far north 
one only, “church steeple.” 

All in all service given to 
Alaskans was something quite 
apart from service given to any- 
one else. It had to be. 

Dealing with Alaska at pres- 
ent is far less complicated. 
Steamship service from Seattle 
to Alaska is excellent. The set- 
tlements up the river are fewer 
in number and larger in size. 
These settlements still do not 
receive shipments frequently, 
although boats do take ship- 
ments up the rivers more often 
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than in the old days. Salesmen 
now cover these areas by char- 
tered plane in a matter of weeks 
compared to the months in- 
volved years ago. 

Because of the severe climate, 
geography and topography, of 
Alaska, it is still necessary to 
know the peculiar needs of the 
inhabitants. It is also necessary 
to give them special service be- 
cause of seasonal problems and 
limited transportation. 

Hardware wholesalers serve 
hardware dealers and general 
stores as one phase of their 
business in Alaska and such in- 
dustries as fishing, mining and 
lumber as the other. 

Our company employs two 
resident salesmen in Alaska. 
Edward Opp resides in Anchor- 
age and covers the territory 
known as the Westward and the 
far north. Douglass Bailey, who 
lives in Juneau, covers South- 
eastern Alaska. 

In our home office in Seattle, 
we have one salesman who con- 
tacts cannery offices in Seattle. 
Orders which are mailed by the 
cannery superintendents to 
their home offices in Seattle are 
passed on to our cannery sales- 
man, Clarence Daly. We have 
an additional salesman in the 
Seattle office, Carroll F. Gra- 
ham, who serves as expediter 
and coordinator for the sales of 
the two resident Alaskan sales- 
men. He handles all of their 
orders, following up on _ ship- 
ment dates, as well as going 
over them for necessary local 
pickups, factory orders, etc. 

The future of Alaska appears 


TWO MEN HANDLE ALASKAN 
business of Schwabacher Hardware 
in the home office of Seattle. Clarence 
Daly, left, takes care of the cannery 
orders. Carroll Graham serves as 
expediter and coordinator for the 
sales of the two firm’s two resident 
salesmen. 


bright indeed. I do not believe 
that its business will take a 
great forward surge because of 
statehood, but it will continue a 
steady growth development of 
many natural resources is but 
in the early stages. This includes 
forest products, minerals, oil 
and the fish industry. Alaska’s 
greatest problem has been its 
small population. However, it 
is increasing. Our military es- 
tablishments have done much to 
assist, bringing many families 
to Alaska. Many of the military 
personnel return to Alaska after 
being discharged from the ser- 
vice. There is little likelihood 
that the government will de- 
crease military operations in 
this area for a long time. This 
will help develop the country in 
population and industry. 
Alaska promises to be one of 
the most valuable states in our 
nation. Certainly it is outstand- 
ing for its great variety, its 
strategic importance, and its 
many untapped resources. 


‘Weather Permitting 
. . « Pilot Willing’ 


by Douglas Bailey, Sales Rep. 
Schwabacher Hdwe, Juneau 


One of the differences in do- 
ing business up here is the 
weather. My Advance cards 
usually carry the letters, 
“WPPW,” meaning “Weather 
Permitting . . . Pilot Willing.” 
I do about 95 per cent of my 
six to eight thousand miles 
traveling each year by air. On 
occasion, I have had to hitch- 
hike by fishing vessel when the 
weather was too bad to fly. 

A salesman up here has to 
have the house a hundred per- 
cent behind him to do a good 
job. All contacts with the house 
are by mail which with the time 
lag and the difficulty of express- 
ing oneself clearly by letter calls 
for the extreme in cooperation 
between the jobber and the 
sales representative to keep the 
retail dealer informed and his 
shelves stocked with the correct 
merchandise for the selling sea- 
sons. Shipments sometimes take 
three weeks from the day the 
order is written to delivery of 
the goods. This means that the 
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IT WAS LAST SUMMER when Doug Bailey, a salesman for Schwa- 
bacher Hardware Co. of Seattle, with his catalog and order book under 
his arm was on the dock ready to board the Grumman “Goose” at Juneau, 
where he lives, for a hop to Sitka. Down to see him off on the seaplane 
was Lyle Herbert of Lyle’s Hardware and Furniture, Juneau. Herbert 
went to Alaska in 1920 as a representative of Schwabacher Hardware 
Company. Others in the photo are another passenger and the pilot, 
Capt. Mike Fenster, of the Alaska Coastal Airlines seaplane. 


dealer in Alaska has to carry a 
tremendous inventory compared 
to his contemporary in the other 
48 states. 

The dealer here also has to 
carry many items no longer 
stocked in the average retail 
store in the other states. Such 
things as logging equipment, 
commercial fishing gear, plumb- 
ing equipment, furniture and 
many other items. This often 
means that there are requests 
unrelated to the jobber stocks. 
This in turn means that the job- 
bers who fill the orders the most 
complete get the larger orders 
on following trips. 

The people and the retail deal- 
ers up here seem to prefer gen- 
erally to buy the best grade of 
whatever they are in the mar- 
ket for, due, perhaps, to the 
freight rates, which are as high 
on cheap goods as the best. 

Some of us who have worked 
in this business down in the 
mainland before coming to 
Alaska see in the coming of 
statehood and industrialization, 
the passing of a mighty fine 
period in this country. The 
people are the finest, the country 
is wonderful and “they” buy an 
awful lot of hardware from 
“Yours Truly.” 
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Transportation Problem 


by Edward A. “Ned” Opp 
Sales Rep., Anchorage 


My territory in the new State 
of Alaska includes most of the 
area with the exception of the 
panhandle, or what is termed 
Southeastern Alaska. It would 
be equal in area to several of 
the Western States combined. 
The vastness of the area covered 
presents rather unique prob- 
lems for a full line jobber rep- 
resentative. 

First, it means that one is 
limited in the number of calls 
that can be made on some deal- 
ers. As Anchorage is my home 
as well as the largest city in 
Alaska, the most frequent calls 
are made in this area. As the 
distance from Anchorage be- 
comes greater the calls are less 
frequent. I am able to see some 
dealers only once a year. The 
limiting factor in some cases is 
not traveling distance but the 
fact that the dealer only re- 
ceives merchandise once or 
twice a year. Villages on the 
Arctic Coast, such as Kotzebue, 
receive freight by boat only once 
a year and air freight on most 
commodities is prohibitive. In 
such cases the salesman and the 


jobber have a great responsi- 
bility to see that all merchandise 
required for the year’s business 
is properly ordered by the sales- 
man and shipped as completely 
as possible by the jobber. 

Transportation is a problem. 
Because of the distance involved 
and the few roads, it necessarily 
means considerable travel by 
air. However, as many of the 
calls that are made are in areas 
that are not large enough to 
support scheduled airlines it be- 
comes necessary to charter bush 
pilots and their airplanes. Twice 
each year the trade area encom- 
passed by the Kuskokwim and 
Yukon River systems are cover- 
ed by chartered plane. Most of 
the stops on this trip do not 
have landing fields for wheel 
equipped aircraft, so in summer 
one uses planes with pontoons 
to land on rivers and lakes. In 
winter planes with skiis are 
used. 

In addition to airplanes and 
car it is not unusual to travel 
by various other means such as 
boats and dog teams. 

The area includes all the types 
of stores encountered in most 
states from the large depart- 
ment store in metropolitan 
areas to the small crossroads 
store and also many trading 
posts. 

A trading post is usually op- 
erated by one man and his fam- 
ily. His post is basically a gen- 
eral merchandise store and may 
possibly provide such services 
as a hotel and restaurant for the 
transient people such as sales- 
men. The population in the sev- 
eral hundred square miles that 
he serves may only be a few 
hundred and almost entirely In- 
dian or Eskimo. 

One of the many problems en- 
countered by an Alaskan dealer 
is the time element in getting 
supplies. Your magazine has on 
occasion discussed the problem 
of outs resulting in loss of sales. 
In our population centers where 
transportation facilities are at 
their best, a dealer must allow 
three weeks to a month for mer- 
chandise from the Pacific North- 
west. As a result, keeping mer- 
chandise on hand and inventory 
within reason is a constant 
problem. 
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B & H Re-enters Market 


BAKER & HAMILTON 
700 Brannan Street 
San Francisco, Calif. 


by Emmet Burke, Sales Mar. 


Until last fall, Baker & Ham- 
ilton had not served the Alaskan 
market for four years. With 
statehood, the firm believed that 
the Alaskan Market would start 
growing at an ever-increasing 
pace. We decided to re-enter the 
field which we had served for 
many years. 

Tom Jensen at Fairbanks was 
appointed as our representative. 
He had previously been asso- 
ciated with Coopers Hardware 
store in Fairbanks and before 
that had been a sales represen- 
tative for a Pacific Northwest 
hardware wholesaler. He was 
glad to grab Baker’s catalog and 
get back into the territory and 
meet his many friends. 

Orders are shipped out of San 
Francisco every two weeks. 
Some of the merchandise goes 
to Seattle where it goes on 
board an Alaska-bound ship. 

We are glad that our firm is 
re-entering this market as we 
forsee great growth in the new 
state. 


Newcomer to State 


NORTHERN WHOLESALE HARDWARE CO. 
805 N. W. Glisan Street 
Portland 9, Oregon 


by John Herman 


The Northern Wholesale 
Hardware Co. is comparatively 
new in the Alaskan Field. We 
expanded to the territory about 
six years ago and now do busi- 
ness with most of the key stores 
in Southeastern and Western 
Alaska. 

The first thing a new jobber 
in the Alaska Territory notices 
are the very large quantities or- 
dered by relatively small stores. 
This, of course, is due to the 
length of time necessary to ship 
the merchandise. Far heavier 
stocks are carried than in the 
48 states. Also, considering the 
sparse population of Alaska, you 
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at first wonder how they can 
consume the amount of hard- 
ware they do. The writer re- 
members Stan Adams of the 
Tongass Trading Company in 
Ketchikan answering that ques- 
tion as follows: “If you have a 
dead battery in your car, you 
take it to the nearest service 
station and have it charged. In 
case a cell is weak and will not 
hold a full charge, you can re- 
place this battery in your car, 
and if it fails you are at the 
worst out an hour’s time while 
purchasing a new battery. How- 
ever, if this battery was to be 
used in a fishing boat and a 
battery failed, at the best you 
might lose several days of fish- 
ing at a hundred to three hun- 
dred dollars per day, or in many 
cases it might mean your life. 
Therefore in Alaska you do not 
use any merchandise that might 
fail.” 

Judging from the substantial 
size of the orders we receive 
from the Alaskan stores, this 
holds true on many thousands 
of items besides batteries. 

One other thing the newcomer 
in the Alaskan business has to 
learn is that shipping to Alaska 
is almost a trade in itself. The 
shipping companies charge 
either by cubic content, or 
weight, whichever gives them 
the largest revenue. 

This means that garbage cans, 
artite heaters, stovepipe collars, 
etc., are used as packing con- 
tainer. All. bulky cartons are 
opened and packed with smaller 
articles to conserve space. You 
also must have a list to show 
just which of the different towns 
are affected by the weight or 
cubic freight rates. Some of 
the towns do not come in this 
category and the newcomer 
learns the hard way. 

We at Northern are proud of 
our connections in Alaska and 
feel that the 49th State has a 
great future. We believe it will 
have a very illustrious place in 
the Union, and that a large pop- 
ulation increase is in store for 
the new State. While Alaska is 
still our last frontier, it is a 
great surprise to newcomer to 
find how many metropolitan 
cities there are in our new State. 


Totem Expansion 


TOTEM WHOLESALE HARDWARE COMPANY 
4400 Fourth Avenue South 
Seattle 4, Washington 


by Lee Ahroni, Pres. 


We just started selling in 
Alaska last July. The company 
that sells for us as well as carry- 
ing other lines, which seems to 
be the practice in Alaska, is the 
McB Company, Spenard, Alaska. 
They have three men who are 
selling for us. 

We here in the Northwest 
who are the closest to Alaska 
feel that statehood is a tremen- 
dous opportunity for Alaskans 
as well as the Northwest. We 
think Alaska is going to grow 
to a large market. Perhaps in 
the future we will wish to have 
an operation based in the state. 
We are anxious to cooperate 
with the people in Alaska and 
feel that this has been a won- 
derful event for Alaskans and 
for the rest of the U. S. 


DC & H Oldtimers 


DUNHAM, CARRIGAN & HAYDEN CO. 
2 Kansas 
San Francisco, Calif. 


by Charles Lutz, Sales Mgr. 


For more than 20 years, Dun- 
ham, Carrigan & Hayden Co. 
has been serving the retailers 
of hardware in Alaska. 

J. L. Beason, Juneau, joined 
the firm four years ago and 
covered all of Alaska until last 
year. He now serves the cus- 
tomers in the Southeastern part 
of the state. 

J. L. Woodland joined the 
company about a year ago. He 
is located in Anchorage and 
covers the balance of the state. 

Some of the merchandise is 
shipped out of the Port of San 
Francisco. However, the bulk 
is sent to Seattle where it is put 
aboard ship to Seward. 

We added the second man to 
the Alaska sales territory be- 
cause we expect business to in- 
crease at a good pace in our 12th 
Western State. 
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JOIN THE BIG PROMOTION 


Designed by Hardware World for Retailers, 
Wholesalers and Manufacturers as an All- 


industry Event in May and June of 1959 


For the second year Hardware World is offer- 
ing their “Springtime is Gifttime” promotion to 
the entire hardware-housewares field. Manufac- 
turers and wholesalers are tying-in with this 
event. We are offering dealers a merchandising 
kit which was announced in the January issue. It 
sells for $3.00 and includes four newspaper mats 
and ten hanging posters, 14 in. deep by 16 in. wide, 
printed green on yellow paper, both sides. The 





mat designs were shown in January. The poster 
is shown below. 

The promotion actually includes seven succes- 
sive sales events: Mother’s Day, Brides’ Showers, 
Bridegrooms’ Showers, Wedding Anniversaries, 
Weddings, Graduations, and Father’s Day. This 
represents the biggest gift-giving period outside 
of Christmas. For further information contact 
Hardware World, 1355 Market Street, San Fran- 
cisco, Calif. 
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New Lufkin display hits your 


TURNOVER TARGET 


with all 21 basic tapes and rules 
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Now, in a 24” circle, you can set up a Basic These 21 Lufkin tapes and rules were select- 


MEASURING TOOL DEPARTMENT that displays ed for fastest TURNOVER . . . based on a 
all the tapes and rules that are basic to your — thorough national study of retailer and 
business . . . and you can add supplementary — wholesaler records. The plan has been store- 
items that are popular in your locale. It gets _ tested in typical hardware stores. The facts 
these profitable items out in the open—on prove that you’ll be losing business if you 
target—to spark impulse sales. don’t display all 21. 
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S APPEAL! IN CASH! 


YOU SCORE A MULTIPLE PAY-OFF! 


Turnover Target organizes all your tapes and rules. Your cus- 
tomers can see, price and select what they need without asking. 


The target display increases turnover and profit by guiding your 
customers to your simplified, basic inventory. 


You can check your inventory at a glance. . . (there’s room on back page for 


hooks for complete stock). 


You get the only complete line of basics, packaged for wall display. comple te details 


Lufkin’s TURNOVER TARGET Lives you 


the only complete line of basics 


PACKAGED FOR WALL DISPLAY 


LUFKIN TURNOVER TARGET BMT21 





CATALOG 





TAPE RULES 

Yo" White Clad Mezurall 

Y2" White Clad Mezurall 

¥2" White Clad Mezurall 

4" White Clad Mezurall 

¥%,"" White Clad Super Mezurall 

%" White Clad Super Mezurall 

¥2" White Clad MezurMatic 

¥" White Clad MezurMatic 

%" White Clad Super MezurMatic 
¥," White Clad Replacement Blade 
14" White Clad Replacement Blade 
¥2" White Clad Replacement Blade 


Hit the bullseye NOW 
for big profits 


These are the numbers that sell . . . the 21 tapes 
and rules listed in the chart at the left. They'll 
serve up to 95% of your customers’ requirements* 
—and will all be included in the new NRHA Turn- 
over Handbook. Now, you can put all 21 on display 
with the eye-stopping TURNOVER TARGET. 


TURNOVER TARGET accommodates your complete 
inventory of the 21 basic tapes and rules. It’s a 24’ 
circle with five 6’ hooks and sixteen 9” hooks. 
Each hook will support your minimum stock, plus 
a standard package quantity of each item. 


The display will be shipped with only one each 
of the Basic 21 tapes and rules. This permits you 


to put your present stock on the TURNOVER TARGET 
immediately ... and place an additional order for 
only the numbers where you are short. 


eee ee 


¥%," White Clad Replacement Blade 


STEEL TAPES 
Chrome Clad Leader 
White Clad Banner 
White Clad Banner 


What about supplementary numbers to meet 
your local requirements? A Basic Stock and Price 
List gives you information about all Lufkin tapes 
and rules to help you plan your complete depart- 
ment. With new hang-up packaging, most items 
will go on your tool wall next to the TURNOVER 
TARGET. 


WOOD RULES 
X46* Heavy-Duty Extension* 
066* Red-End, Regular Reading* 
966 Red-End, Two-Way 

636 Red-End, Masons’ 


460* 


These sales helps are all FREE. Your cost is only 
the regular cost for one each of the Basic Measuring 
Tools. 


Universal, Regular Reading* The National Retail Hardware Association has 
approved this display and merchandising program. 
It can help you reduce inventory, increase turnover, 
make more sales. Get in touch with your Lufkin 


wholesaler for your TURNOVER TARGET today. 

















24” Display with 21 Hooks — Basic Stock and 
Price List — Replacement Blade Selector — 
Stock Order Forms — Complete Instructions. 


N/c 
$51.06 


DEALER COST: $3.4-06 











21 Total list 


*These wood rules also available in 
flat reading numbers. Order BMT21F 


Shipping Weight: 18 Ibs. 


© UF KI. 


Form No. 365 


*Established by a study of Lufkin sales records— 
discussions with wholesalers—and a national survey 
of hardware stores and lumber yards. 
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JOIN THE BIG PROMOTION 


“SPRINGTIME IS GIFTTIME™ 
MERCHANDISING KIT 


The kit includes four newspaper mats as illustrated 
here. There are two mats for two-column ads and 
two for three-column ads. Each can be used in larger 
ads if desired but no smaller than indicated. 

It also includes 10 hanging posters printed in 
green on both sides on 
yellow paper. More 
posters can be ordered. 
See order coupon printed 
below. These posters 
can be used in windows, 
on wires across the store, 
on posts, on cornices 
over wall sections, and 
on walls. 

(See reproduction of this 
poster on page 54.) 
Order these kits today 
for only $3.00. If you 
need additional posters 
order them at 10 cents 
each. 





SEND FOR THIS 
MERCHANDISE 
KIT, TODAY! 


‘ 


For the second year HARD- 
WARE WORLD is sponsoring 
an all-hardware industry pro- 
motion called “Springtime is 
Gifttime.” It embraces seven 
promotional events: Mother’s 
Day, Bride’s Showers, Bride- 
groom’s Showers, Weddings, 
Wedding Anniversaries, Gradu- 
ations and Father’s Day. 

These seven events offer hard- 
ware retailers an excellent op- 
portunity to sell all types of 
merchandise for gifts. In fact, 
these events, which are held in 
succession for seven weeks, give 
dealers the second largest gift- 
selling season, second only to 
Christmas. 

You can take advantage of 
this opportunity by tying in 
with this promotion. Send for 
the Merchandising Kit. 


HARDWARE WORLD 
1355 Market Street 
San Francisco 3, Calif. 


Promotion Editor: 

We are anxious to participate in the "Springtime is Gifttime™ 
promotion. Please send the following: (Check and fill in quan- 
tities) ........ Merchandising Kit @ $3.00 each (Includes 4 
newspaper mats and 10 hanging posters, printed both sides) 
Postage prepaid. ........ Additional posters at 15 cents 
each. (14" X 16" printed green on yellow paper). 


«seeee-- Check enclosed for $ 


-+++++. Please send the kits to us when ready and bill us. 
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After the “Gold Rush” days 
in the far north, Alaska settled 
down with a small population, 
a great portion of which was 
made up of Aleuts, Indians and 
Eskimos. Growth was small and 
there was little development to 
influence growth until World 
War II. 

Since 1940 the population has 


INSIDE THE ARCTIC CIRCLE is a 
hardware store that looks as up-to- 
date as many Western outlets. It is 
the Ratman Store at Kotzebue. The 
exterior is typical of the old type 
store building. The interior, however, 
has modern ceiling with fluorescent 
lighting fixtures. Like most stores 
that get infrequent delivery service, 
they carry wide variety of stock and 
heavy inventory. 
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almost tripled. This means that 
a great amount of stores, homes 
and other buildings have been 
built within the last 18 years. 
There was very little construc- 
tion from the start of the Cen- 
tury until 1940. Consequently 
there is a great contrast in the 
appearance of stores and other 
types of buildings in Alaska. 
They are either new or old. 


There was no appreciable trans- 
ition. 


For this reason most travelers 
are completely surprised to find 
hardware stores in the larger 
cities are just as modern as the 
latest stores in the West. 

On the other hand in smaller 
towns and villages, travelers 
find buildings that were prob- 
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Hardware Stores are Surprisingly Modern in the 
12th Western State... Trading Posts are Still Active 
in Lesser Populated Areas ... Northern Stores Need 
More Warehouse Area than Stores on Mainland 


ably put up during the Gold 
Rush still being used as trading 
posts. Here trappers still trade 
fur pelts for food, clothing and 
hardware. Only the merchandise 
is up-to-date. Customers can 
buy radios, TV, electric lamps, 
power tools and other modern- 
day necessities. 

The Indian and Eskimo boys 


have interests similar to their 
counterparts in the states. They 
like to wear blue jeans, sport 
shirts and ride bicycles around 
the villages and play with the 
same kind of toys that boys do 
in any typical American town. 
In addition they learn to be- 
come good hunters and trap- 
pers. 


As much of Alaska’s natural 
resources are developed these 
old villages will grow rapidly 
and modern buildings will out- 
number the old-timers as is evi- 
dent in the large cities. 

The farthest north big city 
in Alaska, Fairbanks, has a 
main street that looks like al- 
most any American city of like 


NEAR ANCHORAGE in Spinard, Alaska, is this very 
modern hardware store. The front (at left) has an all- 
glass facade, modern electric sign. Large area in store 
(center) is used as promotional space for seasonal items. 
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Gondolas and modern wall sections hold neat displays (at 
right) of housewares. Rolled fencing also serves as dis- 
play unit for grass rakes. Fluorescent lighting fixtures 
give daylight appearance during dark days of winter 
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TRADING POST at Oscarville, Alaska, carries a wide range of items 
from soup to nuts and bolts. Mrs. Joe Mendola serves customer while 
Mr. Duncan, salesman for coffee firm who made trip with hardware 
wholesaler’s salesman, tries to put in a plug for his product. 


size with the exception that 
there is a larger percentage 
of new buildings. They have 
modern electric signs which 
burn almost constantly during 
the winter time and in the peak 
of summer are seldom turned 
on. 


Time and Cost is Problem 


The biggest problem for all 
types of retailers is shipping 
. . . the cost, time and pilferage. 
Some merchants are advocating 
a closer price relation to the 
other states. But this is a com- 
plicated matter involving man- 
ufacturers and possibly govern- 
ment restrictions, At present 
most of the freight is brought 
to Alaska by ship. To places like 
Fairbanks this freight takes 
from two to four weeks from 
the source of supply. If the 
Alaska highway can be im- 
proved and shortened freight 
might be shipped in much 
faster. However auto freight 
from Seattle over the Alaska 
highway today commands pre- 
mium rates. Some emergency 
merchandise is carried by air. 
This, of course, is almost pro- 
hibitive as far as costs are con- 
cerned. 

Because of the time element 
the need for storage space is 
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enormous. Warehouse space is 
at a premium and the rates are 
high. Most hardware retailers, 
therefore, have to maintain stor- 
age area sometimes greater than 
their selling space. 

The transportation companies 
are making a special effort to 
reduce the amount of pilferage. 
Some of the long hauls by truck 
leave plenty of time for pilfer- 


ing. The major shipping com- 
pany has been using vans for 
big shipments and small sealed 
compartments for smaller ship- 
ments to reduce pilferage. 

The mail order business is a 
very important part of most 
independent dealers in the ma- 
jor Alaskan cities, not only 
hardware retailers, but grocers, 
department stores, drug stores, 
etc. These dealers supply cus- 
tomers in the “bush area” for 
hundreds of miles around their 
respective cities. 

Cutthroat competition is 


- scarce in Alaska. Service is the 


primary part of retailing. This 
is particularly true for those 
dealers who cater to customers 
outside of the immediate trad- 
ing area of the city. These cus- 
tomers depend upon their favor- 
ite stores to have the merchan- 
dise when they need it and if 
necessary ship it promptly. 
There is a great deal more 
friendliness and loyalty involved 
in business in Alaska than prob- 
ably anywhere in the mainland. 
Old timers hope it stays that 
way. However, if Alaska’s pop- 
ulation mushrooms as it might 
if there is a sudden boom in oil, 
mines and forests, this pleasant 
way of retailing may go the way 
of the igloo. 


Typical Modern Hardware Store in Alaska 


Cooper’s Hardware Company 
is claimed to be the largest 
hardware outlet in Fairbanks, 
the farthest north big city in 
Alaska. 

Dawson Cooper, who started 
the business, 12 years ago, said, 
“As far as hardware and build- 
ing supplies are concerned, you 
can buy anything that’s avail- 
able in the states at Cooper’s.” 

Their inventory is larger 
than similar stores in the states 
because it takes three to four 
weeks to get merchandise that 
is ordered from Fairbanks. 
Their sources of supply are 
wholesalers in Seattle, Tacoma 
and Portland. 

The severe winters of Fair- 


banks (sometimes —50 de- 
grees) makes weatherstripping 
materials, stoves, stovepipes, 
caulking compounds, portable 
heaters and similar merchan- 
dise bigger sellers than in the 
usual hardware store in the 
states. 

Cooper Hardware Company 
was started in 1947 by three 
partners, Dawson Cooper, Vir- 
gil Cady and Roy Douglass with 
$10,000 stock of general hard- 
ware. 

They worked night and day 
for 26 days to get ready for the 
opening. Their building mate- 
rial, lumber and merchandise 
were hauled in by truck over 
the Alaska Highway, some of 
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the first trucks to make the 
trip. The trucks had plenty of 
trouble getting through and 
were often delayed by the 
wheels getting stuck. It took 14 
days for the trucks to make the 
trip over the entire highway 
to Fairbanks. 


Big Crowd in Zero Weather 


This first store was 40 x 42 
feet, one story with a basement 
for storage. They opened it on 
Feb. 1, 1947, with the tempera- 
ture 54 degrees below zero. This 
weather which would have kept 
most Westerners in their homes 
didn’t stop customers in Fair- 
banks from spending $1500 on 
opening day at Coopers. 

In 1952 Douglass died from a 
heart attack. 

The store prospered and in 
less than 10 years expansion 
was necessary. They moved to 
a new location not far from the 
original store. It is 50 x 83 feet 
with a warehouse space of 50 x 
65 feet and a basement. Because 
of the time element involved in 
shipping goods to Alaska it is 
necessary for retailers to buy in 
larger quantities than those 
stores on the mainland. There- 
fore warehouse space is impor- 
tant. 

This second store was opened 
on Nov. 2, 1956. Almost a thou- 
sand cash customers spent about 
$4,000 on opening day, a 
Wednesday. The_ succeeding 
Thursday, Friday and Saturday 
had almost as many customers 
each day. 

All the wall fixtures were de- 
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THIS STORE IS AS MODERN as 
any Western outlet. It was opened in 
Nov., 1956. The sports department 
(above) features a wide range of 
rifles for hunters. Most of Alaska 
is open to hunters and is not plagued 
with no-trespassing restrictions. Back 
of gun display is made of knotty pine 
panels. Island fixtures (center) are 
made in California. They were flown 
in from Seattle to meet the store 
opening deadline. Housewares, elec- 
trical housewares and giftware (bot- 
tom) account for large proportion of 
total sales. 
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signed by the owners and put in 
by local carpenters. The island 
fixtures are M & D, manufac- 
tured in Southern California. 
To make the deadline on their 
opening day they had to fly 
these fixtures in from Seattle 
along with the lighting fixtures. 

Each department has a dif- 
ferent pastel color scheme. The 
sporting goods department has 
knotty pine on the back of the 
wall sections. The 44-foot tool 
wall section has peg board on 
the back to hold displays of 
hand tools. 

The store is set up for self 
service with the exception of 
shopping carts. However, there 
are ten employees who are avail- 
able to do a selling job when the 
customer is in need of personal 


service or other attention. 

The store’s departments in- 
clude sporting goods, paint, 
housewares, appliances, tools 
and builders hardware. 

The firm does a good mail 
order business. Orders are 
filled from outlying areas as far 
away as Point Barrow on the 
Arctic. 

This new store is in a build- 
ing formerly occupied by a 
grocery and meat market. At 
the back of the store there were 
two meat lockers which were 
remodeled into offices. Accord- 
ing to company officials they 
make wonderful soundproof of- 
fices and are highly recom- 
mended. 

Since 1956 Cooper’s has been 
a corporation. Cady is president 


and mgr. of the Fairbanks store. 

The group also started at the 
same time an industrial supply 
house known as C & C Indus- 
trial Supply. 

One of the highlights of the 
firm’s business happened in 
1949. They flew in an airplane 
load of refrigerators which they 
sold in two days to the Eskimos. 
Another time air freight 
brought in 25 S. & W. revolvers 
which were sold in one day. 

Aside from the fact that 
Cooper’s has to carry a larger 
stock and that they have a few 
items not generally sold in hard- 
ware stores in the other 48 
states, their operations are 
much like the most modern 
stores that can be found in the 
West. 


PETE’S STORE is a typical general mer- 
chandise store in a small Alaskan town. It 
is located in Bethel, Alaska. The store, 
owned by William Pete, also handles raw 
furs. It specializes in the sale of outboard 
motors. Note the refrigerator on display 
in front of store. Need for refrigerators is 
greater than most persons realize due to 
the long sunny days in summer and the 
warm temperature inland. 


‘un 
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LIMITED STOCK of most needed items are 
carried in general stores or trading posts in 
Alaska. Canned goods have become more 
popular than dried foods. William Pete, 
Jr., behind the counter at Pete’s store, is 
handling transaction with native. Some 
housewares and hardware are always avail- 
able. Special items are usually bought by 
townspeople by mail from stores in larger 
towns or cities. 
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table top cooking. 
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4544 COOKWARE FOR THE TABLE Ne) st SPRING (SPORTS) 1S IN THE AIR 
sg Feature electrical housewares for ( Feature equipment and supplies for 


HOME IMPROVEMENT 


Feature fencing, builders’ 
baseball, tennis, golf, badminton, hardware, mail boxes, 
etc. outdoor lighting, etc. 








FIXTURE IMPROVE- 
MENT TIME 


(Cont. from previous 


toys. 








FAMILY GIFTS FOR EASTER 

Feature all gift ware, decorative 
ware, housewares, tool sets for men, 
week). garden supplies, sporting goods, and 


SPRING CLEAN-UP TIME 


Feature all types of cleaning sup- 
plies and equipment. 











Cookware 
For The Table 


Schedule: Feb. 28-March 13 


OBJECTIVE—Electric housewares manufac- 
turers now make appliances that could conceiv- 
ably cook an entire dinner right on the dining 
table. With the trend toward buffet meals, par- 
ticularly for entertaining, electric cookware will 
play a very important part. Electric sauce pans 
can cook soup, vegetables, while electric fry pans, 
or rotisseries can prepare the meat. A special 
display area instore with such a setup for a dem- 
onstration would convince the homeowners how 
easy this automatic cooking can be. 


WINDOW—Use a piece of plywood to resemble 
a tabletop. Raise it off the floor several inches. 
Place a tablecloth over it and then display various 
appliances to show how a buffet table can be set 
up. Use platforms and risers around the side and 
back of table for additional electric housewares 
such as toasters, coffeemakers, wafflemakers, etc. 
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DEMONSTRATIONS—A special buffet table 
setup could be made in the housewares section or 
near the front entrance. Have a typical buffet 
setup with automatic cookware actually prepar- 
ing special foods. As they are cooked, they could 
be served on plates where customers could get 
sample helpings. For example, small meatballs 
could be cooked in the fry pan and toothpicks 
placed in them so that the customers can pick 
them up easily. Be sure to have napkins on the 
table and also put samples of dinnerware, glass- 
ware, and flatware to show how the buffet table 
should be set. 


DIRECT MAIL ADVERTISING — Use the 
packet plan with the letter and folder supplied 
by manufacturers of various electrical house- 
wares. Make letter brief, but extol the advan- 
tages of tabletop cooking, not only for buffets and 
entertaining, but also for family use such as 
breakfast and lunch. 


RADIO-TV ADS—The demonstration of a 
buffet table setup with electric housewares units 
would make an excellent TV commercial. For 
radio mention the value of having these units 
right at the table, not only for buffet but also for 
regular family meals. Mention how each can be 
used for fitting in with the menu. 


NEWSPAPER ADS—uUse a lead such as the 
following: ‘“‘Watch It Cook Right on the Dining 
Table.” Point out how easy it is to prepare meals 
for the family with electric housewares units do- 
ing the cooking in front of everyone. Use illus- 
trations of various electrical housewares units. 
Also mention the type of foods that they can cook 
as part of the meal. Also point out that these 
electric housewares items make excellent gifts. 
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REPEAT OF 
BXOLONM NON ANSU id Os 
PROVEN 
“FACTORY RUN” 
DON CONBLO DN 


4 


Killarney 


Westfield 


Patrician 
Solid Color 


Boontonware’s “Factory Run” promotions were 
sell-outs in ’57 and ’58! Now 3 ways bigger for 
59, with the sensational new Patterns intro- 
duced in the fall, the elite of Boontonware’s Solid 
Colors, and the most-wanted Service Pieces! Sell 
dinnerware according to your customers’ pref- 
erences — either single 4-pe. place settings or 
16-pe. sets. The more they buy, the more they 
save, and the more you profit! And you make 
even more! It’s a proven fact that service piece 
sales go with place setting sales. Each such sale 
gives you 40% plus an extra bonus profit! A 
tried-and-proven promotion! 


BIGGER! 
SETTER! 


With Savings Up To 52% 


Pineland 


sled ecommelelire 


QO.95 


16-Pc. Patterns 


129° 


Boonton Patrician Solid Color 
Single 4-pc. place setting 
Four place settings 


Boontonware Patterns 
Single 4-pc. place setting 


Four place settings 
Reg. $25.00 


Boontonware Service Pieces — A big traffic 
builder, giving you the regular 40% plus an extra bonus profit! 


A proven promotion backed by a complete merchandising program! 
GUARANTEED AGAINST BREAKAGE 


coil ware’ 


finest of all melamine dinnerware 


BOONTON MOLDING CO., BOONTON, N. J. 
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MARCH PROMOTIONS 





Family Gifts 


For Easter 


Schedule: March 7-20 


OBJECTIVE—The purpose of this promotion 
is to upgrade the type of gifts given at this time. 
By using the slogan: “Family Gifts for Easter” 
you can promote all types of merchandise for 
Mother, Father, and the youngsters. 


WINDOW—A gauze type cloth should be hung 
at back of window or stretched from one side to 
the other. On this place cutout letters making 
up the words “Family Gifts for Easter.” Use 
several rabbit heads around window as shown in 
the merchandising calendar. They can be made 
out of Styrofoam balls with cardboard ears at- 
tached to them. Use black paper dots for eyes 
and mouth. These should be placed in the win- 
dow at various spots to attract attention, par- 
ticularly to small signs pointing out the type of 
merchandise for boys, girls, and for adults. 


ADVERTISING—Use newspapers a few days 
before Easter. Appropriate Easter mats can be 
selected from the newspaper mat service. Appeal 
to the readers to give worthwhile gifts for the 
entire family. Then suggest gifts for various 
members of the family. The same idea can be 
used for Radio and Direct mail if you wish. 


Spring 


Clean-Up 


Time 


Schedule: March 21-April 3 


OBJECTIVE—This promotion should stimu- 
late the sale of items for cleaning up the interior 
of the home in particular. Feature vacuum 
cleaners, carpet sweepers, waxers and polishers, 
all types of mops, brooms, and other cleaning 
equipment. Also feature buckets and other clean- 
ing supplies. 

At the back of window place a mirror about 
two-by-two feet on a platform raising it up to eye 
level. Frost the mirror and then use your finger 
to put on the words “Spring Clean-Up Time.” 
Next to the mirror place a bucket and on the side 
make a simple face with the use of a grease 
crayon. This can be done by making a curved 
line for the mouth and two spots for the eyes. 
Then place allied items together in groups, 
either on the floor or on special risers. 


ADVERTISING—The bucket with the face on 
it could be used as an illustration for your news- 
paper ad. See illustration in merchandising 
calendar in this issue. Suggest all the various 
types of clean-up that can be done at this time 
and the supplies and equipment needed to do the 
job. 

For Radio or Direct Mail, use the same idea 
pointing out that your store has complete sup- 
plies for household cleaning. 
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Do floor nails 
rip into your 
Sander profits? 


Holt demountable 
drum cushion keeps 
rental sander 
always working 


SWED ISH . / é For rugged 
x y rental trade. 
wo 00 age \ Ye BA: , Only Holt Streamliner 8 


Floor Sander 

i — Ot) 4a exhausts dust thru 

CH ISE IS PN removable handle. 
When you rent Holt sanders you have the profitable advantage of 

GIVE Ye patented demountable drum cushion that you can replace on the 
job or in your store in a matter of 5 minutes. All you have to do 

YOU when the inevitable damage to cushion occurs, is loosen one nut, 


take off the old cushion, slip on the new one —and you're in 
business again. You don’t even remove the drum—just the cushion 


itself comes off. Thus there’s no lost rental while waiting a num- 
PROFABILITY * . { ber of days for an exchange drum from the factory, or for a re- 


paired cushion to “set”... no need to tie up capital in spare drums. 


To remove cushion, 


Gensco Swedish wood chisels loosen this nut. 


are the finest line you can 
sell. Home owner, hobbyist, 
carpenter or cabinet-maker all 
recognize them as the highest 
quality they can buy. 


Slip off old, slip 


Made of famous Swedish forged 
steel, hand ground, honed and 
polished. Unbreakable Tenite II 


Another exclusive advantage for you is the streamlined design 
of the Holt rental sander. For example, there’s no separate pipe 
for dust exhaust. Dust is carried up thru the handle pipe into the 
handles. The quality of Gensco chisels dust bag, leaving the machine free of gadgets that catch and 
surpasses all others in their field. Sell { break. It’s easy to put into and take out of private automobiles. 
Gensco, the line that sells fast, at a full profit. For full details, mail coupon NOW. 

Other Products include: 2 ee a 
Bushman Bow Saws, a Full line of Builders’ and 


Shelf Hardware, Stove Bolts and Wood Screws. MAN U FACTU RI Le CO. 


BETTER FLOOR MACHINES 
FOR MORE THAN 30 YEARS 


* Profability—that quality in Gensco tools that | 669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


ELCERULCUESCIECE EID MET LISS AUR OLULLES 
maintain a full profit margin 


€} 1. Ff of oe gel e) 


Division of General Steel Warehouse 


| HOLT MFG. CO. Dept. K-2 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


Please send me folders describing Holt rental machines. 


NAME POSITION. 
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1808 N. Kostner Avenue ¢ Chicago 39, Illinois ADDRESS 
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TO RECEIVE ANY OF THIS PRINTED MATTER CIRCLE 
NUMBER ON INQUIRY CARD PAGE 76 


“BETTER SEASONAL MER- 
CHANDISING WITH SPACEMAS- 
TER” is the title of this 12- page 
brochure issued by the Reflector 
Hardware Corporation. Brochure il- 
lustrates and describes effective toy 
merchandising through modernization 
covering eight typical displays. A 
section is devoted to how to pre- 
sent toys for greatest customer buy- 
ing ease and covers age groups from 
infancy to two years, nursery school 
age, kindergarten age, six to eight 
years, eight to 10, and 10 and over. 
Also covered are counter renovation, 
showcase modernization, doll cases, 
column merchandiser, wire baskets, 
add-on units, end shelf sets, flat base 
signholders, island counter uprights, 
and floor to ceiling uprights. 

For Details Circle 211 on INQUIRY CARD 


KOLORKODE INDUSTRIAL 
LIGHTING FIXTURES brochure is- 
sued by the Edwin F. Guth Company 
is an eight-page, four-color booklet 
which explains and illustrates how 
“color coding” machinery, electrical 
feed lines, sprinkler systems, etc., 
can facilitate workers movements, 
eliminate hazards, and help direct 
the flow of work. 

For Details Circle 212 on INQUIRY CARD 


HOW TO PAINT HARDBOARD so 
that the surface will have an attrac- 
tive, uniform finish without areas of 
uneven absorption or uneven gloss is 
told in this booklet prepared jointly 
by the National Paint, Varnish and 
Lacquer Association and the Hard- 
board Association. 

For Details Circle 213 on INQUIRY CARD 


THE GREAT LAKES MOWER 
LINE FOR FIFTY NINE is illus- 
trated and described in the 12-page, 
two-color catalog issued by The Great 
Lakes Tractor Company. Eight mod- 
els are covered along with features 
and specifications. 

For Details Circle 214 on INQUIRY CARD 
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TOOLS CATALOG issued by S-K/ 
Lectrolite Tools introduces the com- 
pany’s entire line of socket wrenches 
and sets, forged alloy wrenches and 
sets, pliers, automotive tools and tool 
boxes. The 28-page catalog is design- 
ed for easy reference incorporating 
the table of contents on the front 
cover. 

For Details Circle 215 on INQUIRY CARD 


MAGNESIUM LEVELS BULLE- 
TIN ISSUED BY The Columbian Vise 
& Mfg. Co., features a description of 
“fingertip” adjustable, replaceable 
vials. Included in this single catalog 
sheet are specifications and product 
features. 

For Details Circle 216 on INQUIRY CARD 


HARVEY DOOR HARDWARE bul- 
letin issued by the American Screen 
Products Co. describes and illustrates 
in four pages features of the Slide-A- 
Fold hardware, sliding door hardware, 
pocket door frame and sliding and 
folding door accessories. Engineering 
drawings, dimensions, track, set num- 
bers and specifications are provided. 
For Details Circle 217 on INQUIRY CARD 


FORTY-TWO USES OF RADIAL 
SAWS are described in this 12-page 
catalog issued by Rockwell Manufac- 
turing Company’s Delta Power Tool 
Div. The pictures of tool operation— 
a total of 85 shots—makes the cata- 
log a practical educational guide for 
the home-owner interested in build- 
ing a garage, an attic, a basement 
gameroom, or other remodeling proj- 
ects. Catalog also describes radial 
saw accessories which include blades, 
molding cutters, sanding drums and 
dises, routing bits, wire brushes and 
drilling chucks. 

For Details Circle 218 on INQUIRY CARD 


MASONRY AND HOLLOW WALL 
FASTENERS, pole line hardware and 
masonry drills are described and il- 
lustrated in this two-color catalog 
issued by Diamond Expansion Bolt, 
Inc. Specifications, packaging infor- 
mation and dealer prices for each 
item are iscluded in the 40 - page, 
pocket-size booklet. Also included are 
illustrated installation hints for the 
latest additions to the company’s line. 

For Details Circle 219 on INQUIRY CARD 


SLIDING DOOR HARDWARE 
four-page, two-color catalog and price 
list issued by American Screen Prod- 
ucts Co. describes and illustrates the 
company’s complete line of products 
available in Handi-Paks. Set numbers, 
door sizes, package contents and 
prices are detailed. Bulletin also cov- 
ers hardware sets without track and 
aluminum track packaged in various 
lengths. 

For Details Circle 220 on INQUIRY CARD 


ACCOUNTS PAYABLE PLAN, 
using the general records poster, is 
described in this four-page brochure 
issued by the Royal McBee Corpora- 
tion. Brochure tells how all accounts 
payable records are prepared at one 
writing, with expense distribution as 
a by-product. 

For Details Circle 221 on INQUIRY CARD 
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FREE LITERATURE 





SLING CHAIN CATALOG issued 
by The McKay Company describes 
and illustrates in 20 pages the com- 
pany’s entire line of sling chains and 
attachments. The literature provides 
comprehensive and up-to-date spe- 
cifications and information on chain 
products in sizes from 4” through 2” 
diameter inclusive. Also listed are de- 
tailed specifications for the standard 
single, double, triple and quadruple 
branch slings as well as other types 
including adjustable, adjustable loop, 
basket and endless slings with illus- 
trations of each assembly. 

For Details Circle 222 on INQUIRY CARD 


“SPASAVER” DISPLAY BRO- 
CHURE issued by S-K/Lectrolite 
Tools describes and illustrates dis- 
plays designed for maximum effec- 
tiveness in minimum space. A die- 
cut overlay page is utilized for rapid 
comparison of the displays when used 
in various combinations. The displays 
themselves are reproduced in well-de- 
tailed photo halftones, and appear in 
hand-sketched settings of tool depart- 
ments. Brochure also describes the 
company’s program of promotional 
aids, and provides a handy display 
cost calculator. 

For Details Circle 223 on INQUIRY CARD 


THINLITE CURTAIN WALL four- 
page brochure issued by the Kimble 
Glass Company describes and _ illus- 
trates a prefabricated curtain wall 
system which makes it possible to 
construct buildings that “control” the 
sun. Built-in prisms in the two-inch 
thick, hollow, glass tile control the 
sun by rejecting solar heat during 
critical sun positions while at the 
same time transmitting cool, ground- 
reflected daylight. This makes air- 
conditioning more economical, while 
providing insulation during cold 
weather. 

For Details Circle 224 on INQUIRY CARD 


FUNCTIONAL COLOR KIT for 
paint dealers, painting contractors, 
architects and maintenance men 
shows how to use colors scientifically 
to promote efficiency through better 
seeing conditions. Kit includes four 
brochures, each giving detailed color 
specifications. In addition, a set of 
recommended color standards, with 
36 paint chips, is included to permit 
specifying paint colors by color num- 
ber. Issued by Colorizer Paints. 

For Details Circle 225 on INQUIRY CARD 


HOT DIPPED AND SHEET GAL- 
VANIZED WARE for home, farm 
and commercial use are illustrated 
and described in this 20-page cata- 
log issued by the Container Div. of 
Jones & Laughlin Steel Corporation. 
The catalog contains specifications, 
user benefits, and main selling points 
of the illustrated products. 

For Details Circle 226 on INQUIRY CARD 
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FASTER TURNOVER ON 
MINIMUM FLOOR SPACE 


That’s the BIG PROFIT PICTURE for every 
TM TAYPAIL with PROOF COIL or BBB chain! 


The many applications for TM Proof Coil and BBB Chain make 
them fast movers—top profit items for hardware dealers everywhere. 
Both are color-coded and tape-measured for quick, easy identification 
and measuring. Packed in rugged metal Taypails that stack easily... 
require minimum floor space ...create mass displays... stimulate 
full Taypail sales and profits for you. 
Taypail has many secondary uses. Call 


aylor 
ade new Bulletin 26A today. 


CHAIN SINCE Ss. G. TAYLOR CHAIN COMPANY, INC. 
1873 Hammond, Ind. — 3505 Smaliman St., Pittsburgh, Pa. 


For Details Circle 37 on INQUIRY, CARD 
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Duplex 
Appoints 
Sales 
Manager 


Hugh A. 
Waring 


LA HABRA, Calif.—Hugh A. War- 
ing, 1021 North Concourse, has been 
appointed to product sales manager 
for Duplex Manufacturing Corpora- 
tion, Fort Smith, Ark. Waring has 
been a marketing representative in 
Pendleton Tool Industries’ Western 
region for 16 years of which Duplex 
is a subsidiary. 

His new assignment will include 
the task of increasing the distributor 
and dealer organization for Duplex 
tool boxes and chests, and he will 
make his headquarters in Fort Smith. 


North & 
Judd 
Names 
Sales 
Manager 


Stanton A. 
Foley 


Stanton A. Foley has been named 
sales manager of the hardware divi- 
sion of North & Judd Mfg. Company 
of New Britain, Conn. Announcement 
of Foley’s promotion from assistant 
sales manager is made by Philip W. 
Brown, general sales manager of the 
147-year-old company. 

Foley has served the company as a 
salesman in East Coast and Canadian 
territories, as resident manager of 
the company’s Boston sales office and 
at the home office in New Britain, as 
manager of the order and invoice de- 
partments and as sales manager of 
the riding hardware division. 

Martin J. Curry, formerly hard- 
ware sales manager, will continue to 
serve the company in a consulting ca- 
pacity. 
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Arvin 
Names 
Western 
Reps 


Eric F. 
Chemnitz 


Three manufacturer’s representa- 
tives for the Western states have 
been named by Arvin Industries, Inc., 
Columbus, Ind. They are the Erick- 
sen-Gruber Company, Portland, Ore., 
which will handle Arvin furniture 
and housewares division products in 
Washington and Oregon; W. P. Clay- 
ton Company, Salt Lake City, which 
operates in Utah, Idaho, Montana, 
Wyoming, Colorado, Arizona and 


Langley 
Names 

Sales 
Administrator 


Claude O. 
Roberts 


Claude O. Roberts, an enthusiastic 
sportsman who claims he would 
rather fish than eat or sleep, has 
been named assistant to the presi- 
dent of Langley Corporation, San 
Diego, manufacturers of a complete 
line of fishing rods and reels. Lang- 
ley also produces aircraft parts. 

Announcement of the appointment 
was made by M. B. Laddon, presi- 
dent of the firm. It is planned that 
Roberts’ duties will include fishing 
tackle sales administration, Laddon 
said. 


Miraplas Denver Rep 

DENVER, Colo.—Larson Distribut- 
ing Company here has been named a 
distributor by the Miraplas Tile Com- 
pany of Columbus, Ohio. Larson Dis- 


tributing will 
Miraplas line. 


carry the complete 


Mm. J. » ay 
Gruber, Jr. Ericksen 

New Mexico; and Eric F. Chemnitz 
Company, Emeryville, Calif., which 
operates in California and Nevada. 

Appointment of the three companies 
has been made to better serve Arvin 
outdoor furniture, barbecue grill and 
ironing table distributors in the West- 
ern states, according to Gordon B. 
Sutton, director of sales for Arvin’s 
furniture and housewares division. 


Albert M. Solen Company 
Named Yard-Man Reps. 


DENVER — The Albert M. Solen 
Company here, has been named as 
sales representative for Yard-Man, 
Ine. of Jackson, Michigan. The Solen 
Company will serve as exclusive rep- 
resentatives for Yard-Man power 
mowers in the Mountain States area 
in addition to parts of Texas and 
Idaho. 

There are 13 models of Yard-Man 
mowers, which include hand, power 
reel, power rotary and riding mowers. 
They will be sold through indepen- 
dent hardware, garden supply and 
power equipment retail dealers on a 
franchise basis. 


P. |. E. Western Manager 


OAKLAND, Calif—F. E. Devlin 
has been appointed western region 
operations manager for Pacific Inter- 
mountain Express. Seattle district 
manager for the last year, Devlin has 
been with the motor freight common 
carrier since 1947. Prior to his 
Northwest assignment, he had been 
branch manager at the firm’s San 
Francisco-Oakland Bay Area terminal 
in Emeryville. Before that he was 
based at P-I-E’s general office as 
freight operations superintendent. 
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Wear-Ever 
Appoints 
National 
Sales 
Manager 


a 
Deardorff 


R. C. Deardorff has been named 
national sales manager, housewares 
division, by Wear-Ever Aluminum, 
Inc., New Kensington, Pa. He suc- 
ceeds J. H. Randolph, Jr., recently ap- 
pointed manager of the Alcoa Wrap 
division. 

Deardorff has been district sales 
manager in Chicago since 1957. Prior 
to that time he was Minneapolis dis- 
trict sales manager for nine years. 
In 1935 Mr. Deardorff was employed 
as a Wear-Ever salesman of house- 
wares and food service equipment in 
the Cleveland district. In 1945 he was 
appointed assistant sales manager of 
the food service equipment division. 


New Borden Policy 


The Borden Chemical Company has 
announced a new policy with respect 
to its plastic garden hose guarantees. 
The company authorizes its dealers 
to replace free of charge any product 
that fails during the first season of 
use, provided it has been used only 
as a garden hose. 

In announcing the new policy, 
James A. Wold, general manager of 
the company’s consumer products de- 
partment, said both the customer and 
the dealer are protected for the nor- 
mal expected life of the product. 


Rempel Names S.M. 


The Rempel Manufacturing, Inc., 
Akron, Ohio, appointed Andrew E. 
Sirasky as sales service manager. 
Sirasky assumes the executive post 
at Rempel following six years as per- 
sonnel manager and merchandising 
manager at the Sun Rubber Co., Bar- 
berton, Ohio. Prior to that time he 
was associated with The Oak Rubber 
Co., Ravenna, Ohio. 


FEBRUARY 1959 


QUEEN PICKED AT CRHA PRE-CONVENTION & SHOW LUNCHEON 


MISS HARDWARE Fran Petersen, Milbrae, Calif. receives a glitter-covered 
saw as her scepter from Kruger Jacobsen, secretary-manager of the California 
Retail Hardware Association, at a pre-convention and show luncheon for 


exhibitors January 7 in San Francisco. 


Her Highness will reign over the 


three-day event which will be held February 8-9-10 at Brooks Exhibit Hall, 
Civic Center which is located at the base of the City Hall dome visible in 
the background. An all-time high of 215 exhibitors will participate in the 
show. Joining in the ceremony above are the judges of the queen contest, 
from left, Carleton Bryan, Bryan & Herbert; James Pearson, Pearson Hard- 
ware Co., Oakland; Milton Albin, editor of HARDWARE WORLD; W. O. 
McManis, sales manager, Sloss and Brittain; and R. B. Voight, R. E. Edwards 


Co., manufacturers’ rep firm, Oakland. 





Riggio Joins Krasnow 


SAN FRANCISCO — Ben Riggio 
has joined the Mac S. Krasnow and 
Associates, manufacturers’ represent- 
ative organization with headquarters 
in Los Angeles. He will cover the ter- 
ritory of Northern California. Riggio 
was formerly connected with Shap- 
leigh Hardware Company of St. Louis, 
Missouri, for eight years and more 
recently affiliated with Baker & 
Hamilton here. 

The manufacturers’ representative 
firm travels five men and covers the 
territory of California, Arizona, 
Nevada, and Hawaii representing 
manufacturers of hardware, lawn, 
garden supplies, housewares, and 
marine products. 


Stanley Names Tools S. M. 


Frank P. Lucier has been appointed 
sales manager of Stanley Electric 
Tools, division of The Stanley Works. 
Lucier has been an assistant sales 
manager for the last three years. He 
joined Stanley in 1950 following grad- 
uation from the University of Mas- 
sachusetts. 


Northwest Rep Firm Grows 


PORTLAND—Jack Galick has re- 
cently become a member of the Rob- 
ert J. Chaffer Co., 1633 N. W. 21st 
Ave., here. He will assist Robert J. 
Chaffer in covering the Pacific North- 
west for Bissell Carpet Sweeper Co., 
Woodpecker Woodware, Quaker 
Stretcher Co. and Thatcher Glass 
Mfg. Company as well as other lines. 

Galick was formerly a sales repre- 
sentative for M. Seller Co., working 
out of both the Portland and Spokane 
offices. 


Korky Western Rep 


LOS ANGELES—The appointment 
of Robert M. McSweeny as Repre- 
sentative for the Korky Flapper Tank 
Ball in various Western states is an- 
nounced by Lavelle Rubber Company 
of Chicago. McSweeny’s offices are 
located at 4714 Crenshaw Street, here. 

Korky is the new type of tank ball 
that eliminates guide arms and lift 
wires. According to the manufac- 
turer, Korky seats itself to eliminate 
gurgling toilets and costly water 
waste. 
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Termite Name Change 


PASADENA, Calif.— Termite 
Drills, Inc., 99 North Lotus Ave., 
here, pioneer manufacturer of mul- 
tiple-carbide-cutter rotary masonry 
drills, Rapid Tap tapping fluid and 
Sta-Put drill press clamps, has 
changed its name to the Relton Cor- 
poration. Company address, phone 
numbers and agents and dealers will 
remain the same. 

According to president William C. 
Kinard, the name change was decided 
upon because of the diversification of 
products now being manufactured. 


Western Hardware Sales Moves 


LOS ANGELS—Western Hardware 
Sales Agency has moved from Po- 
mona, Calif., to 1046 South Olive 
Street, here. At the same time they 
announced that they would also rep- 
resent Apsco Products, Inc., of Bev- 
erly Hills and Rockford, IIll., manu- 
facturers of staple machines, hole 
punches, and pencil sharpeners. 


Bernz Appoints S. M. 


Appointment of John Mallett as 
general sales manager was announced 
by the Otto Bernz Co., Inc., Roches- 
ter, N. Y. Mallett has been the com- 
pany’s southern regional sales man- 
ager since 1957. 





“That’s right, the whole vacation 
came right out of profits from my Clarke 
floor machine rental department. I 
actually made an extra $4,000 last year 
in rental fees and profits from impulse 
sales and seleaek do-it-yourself floor 
finishing items. And did it with just one 
set of Clarke rental machines.” 

You can earn an extra $4,000 a year 
just as easily. By setting up a Clarke 
rental department, you establish your 
store as rental headquarters for do-it- 
yourself floor finishing machines. Traffic 
jumps as you promote your department 
with the many merchandising aids 
Clarke gives you. Rental fees quickly 
help pay off your investment. And sales 
of related items — sandpaper, sealer, 
wax, varnish — plus sales of impulse 
items to rental customers soon build 
your extra profits to the four-figure 
mark. And it all comes in directly from 
your Clarke Rental Department. 

If you’re interested in a nice, long 
vacation, a new boat, car or anything 
an extra $4,000 can buy, let us tell you 
exactly how you can get it. Write for 
details. 


Clarke 


FLOOR MACHINE CO. 


Formerly Clarke Sanding Machine Company 


A complete Clarke Rental 
Department includes floor 
sander, edger, polisher, 
rug shampoo machine, 
wet-dry vacuum cleaner 
and hand sanders. Floor 
finish and shampoo. 


662 Clay Avenue, Muskegon, Michigan 


Authorized Sales Representatives and Service Branches 
in Principal Cities 

In Canada: Clarke Floor Machine Company (Canada), 
Ltd., 21 Advance Rd., Toronto 18, Ontario 
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J. B. Sherr Company Expands 


DISCUSSING PROMOTION PLANS 
are Jerome B. Faulk and J. B. Sherr 
at company headquarters. 


SAN FRANCISCO—The J. B. Sherr 
Company here, now entering its tenth 
year, has expanded both its lines and 
sales force to give greater service and 
selection of merchandise to their 
many dealers. 

J. B. Sherr announced that Jerome 
B. Faulk, formerly sales manager for 
M. Seller Co., had joined the firm and 
has become vice president and sales 
manager. Faulk had been with M. 
Seller for five years in San Francisco. 
Prior to that he was with the Stusser 
Electric Co. as sales manager to their 
appliance department for two years 
in Seattle, Wash. 

Subsequently, Faulk announced that 
eight former M. Seller salesmen had 
joined the J. B. Sherr Co. to swell the 
sales force to a total of fifteen men. 
They are: Fred Haack, Robert (Bob) 
Kieffer, Carroll Strauss, Fred Hap- 
pold, Ray Fallon, who will cover 
Nevada; John McNamee, Fred Nieto, 
and Howard Strauss. At the same 
time Harry Pace also joined the or- 
ganization as a sales representative. 


The wholesale firm has also added 
many new lines to give depth to the 
housewares field. Some of the new 
lines added are Corning Glass Works, 
Libbey Glass Div., Owens-Illionis 
Glass Co., Westclox, American Ther- 
mos Products Co., and several electric 
housewares lines. They are also ex- 
panding their giftware lines. 

Mr. Sherr stated that despite the 
fact that their growth has almost 
doubled with this new department, the 
firm will maintain “personal service 
which has been characteristic of this 
firm for the last ten years.” He also 
announced that they intend to expand 
the merchandising aids to dealers such 
as their seasonal catalogs, advertising 
mats, etc. 


Name Magic Door Mgr. 


John W. Farley has been appointed 
manager of Magic Door Sales for 
Stanley Hardware, division of The 
Stanley Works of New Britain, Conn. 
Mr. Farley was associated from 1931 
to 1956 with the Cherry-Burrell Cor- 
poration of Cedar Rapids, Iowa. 
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Lorlens RESINITE 


HOSE EVER MADE! 


FINEST VINYL GARDEN 


FLEX-TRED REINFORCED HOSE 


Tough DuPont nylon and 
vinyl three-ply construction 
combines high quality with 
economy. Rugged enough to 
withstand even the highest resi- 
dential water pressures for 


years. Dependable “ShurLok” 
couplings. Easy to handle 
“ShurGrip” surface. Carries 
Commercial Standards Seal of 
Quality 209-57. Fully Guar- 


anteed. 





STOCK NO. 


LENGTHS 
PER CARTON 


SHIPPING 
WEIGHT 








56” x 50" 


56" x75" 





%” x 25’ 
¥%,” x 50’ 
%” x 75’ 














Diagram at right shows nylon tire cord braided for extra strength 
and imbedded between two tough layers of highest quality vinyl. > 
Note “locking” ridges on the coupling. Will never pull off. 
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| Bordens Products *~ 


HOME HANDYMAN 





CPD #101 (9-58) 35M 








GOLD STRIPE REINFORCED HOSE 


The finest hose money can buy. 
Made from pure vinyl, it carries the 
Commercial Standards Seal of Qual- 
ity. Exclusive compound makes Gold 
Stripe extremely flexible, easy to coil 
even at low temperatures. Reinforced 


with tough braided DuPont nylon 
tire cord to withstand highest resi- 
dential water pressures—far exceeds 
any other hose. Dependable “Shur- 
Lok” couplings will never fail. Fully 
Guaranteed. 





STOCK NO. SIZE 


LENGTHS 
PER CARTON SHIPPING WEIGHT 





8011 Y2" x 25’ 
8012 ” x 50’ 


5 14+ 





8013 Pars 





8014 Rae 
8015 Ya” x 50’ 





8016 aes 





8017 Mae 
8018 Ya” x 50° 








8019 ere 








Win ni win, wo woo 


- 562. 





if it's Donlens it's got to be good! 


Printed in U.S.A, 





GARDEN PRIDE OPAQUE HOSE 


An exceptionally attractive hose, built 
for years of rugged service. Tough, 
plastic coating resists abrasion. Made 
of high quality vinyl with brass, full- 
flow couplings. Lightweight, always 


coils easily. Garden Pride is also 
available in beautiful transparent 
green vinyl, all popular lengths. Both 
opaque and transparent fully guar- 


anteed. 





STOCK NO. SIZE 





LENGTHS 
PER CARTON 


SHIPPING WEIGHT 





GARDEN PRIDE OPAQUE 
071 Ke" x 25 





8072 %,” x 50’ 





Y2” x 25’ 





Y2" x 50’ 





Yo” x 75’ 





‘Rao 





“x50' 





Rio 


WIN OU Wignioforja 





GARDEN PRIDE TRANSPARENT 
8051 __ Yo" x 25' 
8052 


—hx50 











8053 Ya" x 75’ 











| TRIPLE + SPRAY 


GOLD STRIPE TRIPLE 


By actual comparison tests, the finest 
quality sprinkler of its type on the 
market. Patented multi-tube design 
with unique perforation pattern 


RESINITE 4" HOSE 


Highest Quality Laphtwengpht  Flaxiite 
fully Cveronteed 


SPRAY SPRINKLER 


allows for maximum water flow, fast 
and efficient sprinkling. Made of pure 
vinyl with nickel-plated brass cou- 
plings at each end. \deal for shrubs, 


corners and other hard-to-water 
areas. Fully Guaranteed. 


gently sprays a 25-foot wide area its 
full length. Lowest back-pressure 


RESINITE 





LENGTHS PER 
STOCK NO. SHIPPING CASE SHIPPING WEIGHT 


8131 20. 10 224 
8132 50’ 5 18+ 


SPRINKLER 


WIDE FOR ENTIRE LENG 


a! Domage Prorecties 


ows Bandlens ov 




















When ordering, please use correct stock numbers 


LARGER DIAMETER HOSE SAVES WATERING TIME 





AREA COVERED 
Standard City Lot 
30° x 50 
1500 SQ. FT 
¥2” 1.D. 1500 SQ. FT 
Se” 1D. 1500 SQ. FT. 
1500 SQ. FT 


TIME REQUIRED 
for 1” of water 
over entire area 


2 HRS. 16 MIN 
1 HR. 57MIN. 
1 HR. 2 MIN. 
39 MIN. 


GALLONS PER MIN 
50 psi./50° hose 


6.9 GALS. PER MIN 
8.0 GALS. PER MIN. 
15.1 GALS. PER MIN. 
23.2 GALS. PER MIN 


DIAMETER OF HOSE 





kK,” 1.D 


%” 1.0 














NOTE: 1” of water on lawn will penetrate 
6” to one foot in depth, depending upon soil 
absorption rate. Most “bargain” hose is so 


lers or lower home water pressures will 
reduce gallons per minute and increase 
watering time proportionately for all hose. 


small in diameter that it would take almost 
three hours to water the standard lawn in 
the table above. High back-pressure sprink- 


BORDEN'S MERCHANDISING AIDS HELP YOU SELL RESINITE PRODUCTS 


ORDER WHAT YOU NEED FROM YOUR BORDEN REPRESENTATIVE 


ENVELOPE STUFFERS 


Colorful product folders to 
keep on your counter or to 
send out to customers. Illus- 
trates full Resinite line. 
Complete assortment of cuts, 
catalog press proofs and ad 
mats also available. Free upon 
request. 


hordens Products * 


NEW WINDOW DECAL 


Identifies Borden Resinite 
dealers. Put it up on door 
or window. Customers will be 
looking for the stores that 
display it. Free to all Borden 
Home Handyman dealers, 


RESINITE HOSE 
SAMPLER 


Handy folding cardboard dis- 
play contains removable sam- 
ple length of each hose in the 
line. Fits neatly into order 
book or briefcase. Has stock 
numbers for easy ordering. 
Free with order. 


For further information on any of “Borden’s Products For The Home Handyman,” see your Borden Representative or write 
THE BORDEN COMPANY, 350 Madison Avenue, New York, N. Y. or P. 0. Box 1589, Santa Barbara, California, whichever is closer. 


BORDEN’S ELMER'S GLUES AND CEMENTS — BORDEN’S 38 HIGH NITROGEN UREAFORM FERTILIZER — BORDEN’S RESINITE HOSE AND SPRINKLERS 





NEWS 
WINS TOP KORDITE AWARD 





A $1000 GIFT certificate is presented 
by John Fordyce (left) of the Lee 
Arter Company to Ralph E. Diamond, 
vice president and merchandise man- 
ager of Skaggs-Stone, Oakland, Calif. 
The award, one of five made nation- 
ally. was won in a 1958 national dis- 
tributor’s salesman’s contest spon- 
sored by Kordite Corp. Diamond ac- 
cepted the award in behalf of Willard 
McMullen, who covers the Portland, 
Ore., territory for Skaggs-Stone. Pre- 
viously this year Skaggs-Stone had 
been awarded a 100 Club membership 
plaque honoring the top 100 distribu- 
tors of Kordite products in the U. S. 


Boyle Western Changes 


LOS ANGELES — Jerry Bastian, 
South Pacific regional sales manager 
of Boyle-Midway, Inc., has announced 
the promotion of Cecil McMillan to 
Los Angeles division manager; Clair 
Lamb to San Diego division manager 
and Leon Nicolson to district man- 
ager in the Los Angeles division, 
effective immediately. 

MeMillan joined Boyle-Midway in 
1951 as salesman and was elevated to 
grocery district manager in 1956. 
Lamb joined the company as sales- 
man for San Diego in 1951 and was 
promoted to San Diego district man- 
ager in 1956. Nicolson has_ been 
with Boyle-Midway in Los Angeles 
for eight years. 


Burgess Names S.M. 


The Burgess Cellulose Co., manu- 
facturers of industrial and domestic 
cellulose sponges, announced the pro- 
motion of John B. Pursley to sales 
manager. Prior to joining Burgess, 
Pursley was assistant national sales 
manager of Mystik Adhesive Prod- 
ucts Co.—retail division. 


Mastic Sales Rep 


SAN FRANCISCO — Ralph L. 
Tucker has been named a sales rep- 
resentative by Mastic Tile Corpora- 
tion of America, Vails Gate, N. Y. 
and will cover the Bay area. 

Prior to joining Mastic Tile, Tucker 
was associated with W. P. Fuller & 
Co., here. 
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In this new catalog — 
any plier your customers want 











Here is a catalog with 16 pages filled with pliers of every 
description—side cutters, oblique cutters, long nose cut- 
ters, shear cutters, end cutters—a style, size and type for 
every conceivable job. Included are the new Klein midget 
patterns, hardly longer than a package of cigarettes— 
ideal for electronic work or model making. A copy of this 
catalog should be in the hands of every hardware store. 


WRITE TODAY 
Catalog 101A, listing and describing scores of Klein 
Pliers, will be sent on request. 
"Since 1857” 


2) as KLEIN ss 


7200 McCORMICK ROAD + CHICAGO 45, TTT 
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SMALL 


HARDWARE 
ITEMS 


GIVE YOU 


EASY- T0- SELL 
PROFITS 


CUP HOOKS 


One-Piece Durable 


| Fenny (%" te 1%") in Nickel and 


packed 100 to 

@ box. 1%" size 

carded in 7 

popular colors 
lus Nickel and 
rass, 


GRIES 
E-Z 


“EZUTILITY HOOKS 


Handy self-screw all purpose hook in 
bright plated finishes. 
in boxes of 50. 


2-to-a-card or 


"3" COAT HOOKS 


? 4 Ay A 's foremost producer of pa die castings 
5 1 ° 
“NEw Rochelle 3-8600 


Lacquered Brass, Nickel, 
Chrome or Bright Iridite 
Finish in boxes of 25 with 
2 flat head steel screws 
per hook. 


A" WING NUTS 


Bright rustproof finish . . . 
4 popular sizes . . . boxed 
in an attractive counter 
display. Also available in 


er? FA4y 
CAP NUTS 


complete range of 
thread sizes. . 

Attractively finished and packed" 
in a self-selling counter display 
a= in 4 popular sizes. 
Also available in bulk or in 


De: of 100 in all thread 
sizes. 


a 


JOBBERS: Write now for a = 
sheets en GRC's full line of money n 

os items, including DRAPERY RINGS, SCREEN & 
WINDOW HARDWARE, DRAIN COCK KEYS. 
DEALERS: See your jobber salesman for im- 
mediate delivery on 
these and other GRC 
hardware items. 


GRIES 


Beechwood Avenue, New Rochelle, N. Y 
For Details Circle 41 on INQUIRY CARD 


78 











NEWS 





POT & KETTLE OFFICERS REHEARSE AT CONVENTION SITE 


THE SETTING 


FOR THE 1959 CONVENTION of the Associated Pot & 


Kettle Clubs of America is Harrison Hot Springs in British Columbia, Can- 


ada. 


It will be held June 21-24 and will be sponsored by the Seattle Pot & 


Kettle Club. The officers and committeemen spent a recent week-end inspecting 


the premises and finally coming to rest in the lobby of the hotel. 


Those who 


made the special trip are (from left to right): Art Dunson, in charge of 
reservations, and Mrs. Dunson; James Stewart, convention chairman, and Mrs. 


Stewart; 


Wally Suva, president of the Associated P & K Clubs, and Mrs. 


Suva; E. R. Wadlington, treasurer of the national club, and Mrs. Wadlington; 
and Erling Erickson, publicity director, and Mrs. Erickson, president of the 
Spooners, auxiliary of the Seattle P & K Club, and also in charge of women’s 


activities at the Convention. 





| Kimball 


Appoints 
Sales 
Manager 


Jack 
Lang 


SAN RAFAEL, Calif—The Kim- 
ball Manufacturing Corporation here 
announced the appointment of Jack 
Lang as sales manager. Lang will be 
responsible initially for marketing 
consumer products. 

A graduate of Notre Dame, Lang 
has a broad merchandising and ad- 
ministrative experience in consumer 
and industrial products at the manu- 
facturing, wholesale and retail levels. 


Linzer Names SF Rep 


SAN FRANCISCO—Mitch Miller 
has been appointed representative in 
this area for David Linzer & Sons, 
Inc., New York, N. Y., brush manu- 
facturer. The appointment was part 
of the company’s expansion program 
resulting from an increase in brush 
sales. 


Roebling's New Office 


SOUTH SAN FRANCISCO — The 
John A. Roebling’s Sons Corporation 
program of expanding its sales, ware- 
housing and assembly facilities was 
culminated in the occupancy of its 
new district offices and warehouse 
here recently. 

The structure, located at 340 Roeb- 
ling Road, has a floor space area of 
20,000 square feet and features at- 
tractive and spacious offices and mod- 
ern equipment for efficient storage 
and quick delivery service with the 
aid of new, hydraulic reel-handling fa- 
cilities and a large capacity over- 
head crane. 

Headquarters of Roebling’s, manu- 
facturers of wire and wire products, 
is located in Trenton, N. J. The cor- 
poration is a subsidiary of The Colo- 
rado Fuel and Iron Corporation. 


Ends Colorware Div. 


National Can Corporation an- 
nounced termination of operations of 
its Colorware division, manufacturer 
of lithographed metal housewares. 
J. B. Wharton, Jr., president, said the 
action was taken in order that the 
company’s plant facilities and re- 
sources could be devoted to servicing 
customers of its can division. 
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ALUMINUM LADDER SALES BOOM! 


Get your sales with Step Master 
—best made ladders in America 
by the West's largest aluminum 


ladder manufacturer. 


TOPS IN LADDERS 


Ss \ 
Y L 
NMas c 

ASTER 
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Hamilton 


es 
~ S$AOtCh 


SELL-ECTOR 


PROGRAM 


- SKOTCH KOOLER FAMILY 

+ TRAIL-BLAZER 

» SKYLANDER 

+ COLD-FLYTE 

- CORONET 

> JOLLY JUG 

+ PORTA-FILE 

- PORTA CHECK FILE 

+ TACKLE AND UTILITY BOXES 


iW, The Hamilton-Skotch Corporation 
11 East 36th Street. New York 16. N.Y 


[) Please forward your complete color catalog an 
SELL-ECTOR program information 
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SCHEDULE OF CONVENTIONS AND SHOWS 


Feb. 8-10 CALIFORNIA RETAIL HARDWARE ASSOCIATION 
CONVENTION & SHOW, Brooks Hall, Civic Center, San 
Francisco, Calif. (Krueger B. Jacobson, 122 9th St., San 
Francisco, Calif.) 


PORTLAND GIFT SHOW, Public Auditorium & Plaza & 
Benson Hotels, Portland, Ore. (Kay Leber, WMEA, 1355 
Market St., San Francisco, Calif.) 


SEATTLE GIFT SHOW, Civic Auditorium, Olympic and 
New Washington Hotels and Terminal Sales Building. 
Seattle, Wash. (Kay Leber, WMEA, 1355 Market St., San 
Francisco, Calif.) 


ALLIED GIFT & JEWELRY SHOW, Hotel Adolphus, 
Dallas, Texas. (Allied Exhibitors, Inc., 3832 Wilshire Blvd., 
Los Angeles, Calif.) 


PACIFIC SOUTHWEST HARDWARE ASSOCIATION 
CONVENTION & SHOW, Great Western Exhibit Center, 
Los Angeles, Calif. (Otto H. Grigg, 1519 So. Garfield, Los 
Angeles, Calif.) 


PACIFIC SOUTHWEST HARDWARE AND HOUSE- 
WARES SHOW, State Fairgrounds, Phoenix, Ariz. (Pa- 
cific Southwest Hardware Association, Otto Grigg, 1519 
So. Garfield, Los Angeles, Calif.) 


DENVER GIFT & JEWELRY SHOW, Hotel Albany, Den- 
ver, Colo. (Allied Exhibitors, Inc., 3832 Wilshire Blvd., 
Los Angeles, Calif.) 


AMERICAN TOY FAIR, 56th, New Yorker and Shera- 
ton-McAlpin Hotels, New York, N. Y. (Toy Manufactur- 
ers of the U. S. A., Inc., 200 Fifth Ave., New York, N. Y., 
Ben Robinson) 


CALIFORNIA INTERNATIONAL TRADE FAIR & EX- 
POSITION, Great Western Exhibit Center, Los Angeles, 
Calif. (Fred Imhof, Box 77610, Station D, Los Angeles 
7, Calif.) 


SOUTHERN HARDWARE CONVENTION OF THE 
AMERICAN MANUFACTURERS ASSOCIATION, Bilt- 


more Hotel, Palm Beach, Fla. (L. Faubel, 342, Madison 
Ave., New York, N. Y.) 


SOUTHERN WHOLESALE HARDWARE CONVEN- 
TION, Biltmore Hotel, Palm Beach, Fla. (Southern Whole- 
sale Hardware Assn. T. W. McAllister, Secretary-SWHA, 
814 Metcalf Bldg., Orlando, Fla.) 


ANNUAL WINTER SPORTS SHOW, Trade Show Build- 
ing, New York, N. Y. (J. Andrew Squires, 23 East 26th 
St., New York, N. Y.) 


PACIFIC COAST BUILDERS’ HARDWARE CONFER- 
ENCE OF NBHA & ASAHC, Yosemite National Park, 
Calif. (Sponsored by Builders’ Hardware Club of Northern 
California, Vern Lewis, chairman, c/o Marshall-Newall, 
101 Utah St., South San Francisco, Calif.) 


BONUS 
BUSINESS 


Fast Selling 
Items Catch Impulse 
Buyers Give 402 Profit 


Feb. 21-25 


Feb. 22-24 
March 8-10 


March 8-11 


March 9-14 


501 MIX-N-MEASURE PAINT POT 
¢ Graduated from | to 5 Qts 


¢ Can be Burned Out April 1-12 


April 12-16 
April 12-16 
May 10-14 
May 17-19 


For additional information about the conventions and shows listed above 


and others not listed in this issue, write to HARDWARE WORLD Service 
Bureau. 


: PAINTERS’ 
*88 TIME SAVER 


Write for catalog. 


HARDWARE PRODUCTS CO. 


A. J. LYNCH CO., Representatives 
4560 EAST 50th STREET 
Los Angeles 58, California 
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Yale Buys Challenger 
LOS ANGELES — The Challenger 


| Lock Company here has been acquired 
| by The Yale & Towne Manufacturing 
| Company. The price was not disclosed. 


Gilbert W. Chapman, president of 


| Yale & Towne, indicated that the 


Challenger Lock Company would be 
operated as a separate division and 


| its present sales organization contin- 


ued under Robert C. Cerf as sales 


| manager with headquarters in Los 


Angeles. 


Wolf Hardware Opens 


RUPERT, Idaho—The Wolf Hard- 
ware store here has opened in the 
location of the Knight Hardware 
store which was gutted by fire last 
year. The store has been completely 
remodeled, renovated and enlarged. 

It is operated by Ted and Gail Wolf 
and their father Truman Wolf. The 
senior Wolf has operated the Wolf 
Hardware store in Burley, Idaho for 
the last 15 years. 
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* Automatic Reverse 


Our Price 64.50 Plus 5.17 Tax 
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Spon ed eo oon, Sheree 
MGHT WEIGHT! EASY TO USE! 
‘With one swish it dnes the job of three 
favdinary leat rakes. Yet ¢ «sighs no more 
_ team & garden rake! Sweeps clesw even in 
Ieavy leaves. Made of gold anodised a! sminum 
with rmpered epring ties! Gines in 














TV LISTING FOR WEEK enables this ad for Statewide 
Hardware to carry a 7-day-a-week sales impact. 


TV Log Ad Carries 


Week-Long Impact 


HE Statewide Hardware Stores in Boise, 

Nampa, Caldwell and Ontario, Idaho, have a 
once-a-week newspaper advertisement that car- 
ries 7-day-a-week sales impact. 

The unusual newspaper ad runs in the Boise 
newspaper each Sunday and is anywhere from a 
half page to a full page. 

But is more than just an ad—it is something 
that thousands of readers in the Boise valley 
area clip out and save for the entire week. For 
the ad, actually, is a complete listing of television 
shows on the area’s two stations for the coming 
week. 

Interspersed among the weekly TV log are spot 
ads featuring special sale merchandise of the 
four stores. 

A spokesman for the Statewide stores said sales 
results and customers’ comments have proven the 
ad has “terrific readership.” 
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Buyers of... 
HARDWARE 


AND 
HOUSEWARES 


PLAN NOW! 
TO ATTEND THE 


WEST COAST 
HARDWARE 


HOUSEWARES 
SHOW 


LOS ANGELES—FEBRUARY 22-23-24 


Great Western Exhibit Center 
Santa Ana Freeway at Atlantic Blvd. 


Presented by 
PACIFIC SOUTHWEST HARDWARE ASSOCIATION 


See thousands of new products, new 
packages, new promotions and new ideas 
for profit shown to more than 5000 
buyers by more than 500 leading manu- 
facturers for the first time at the most 
complete and diversified trade show on 
the West Coast. 


See the dazzling displays of electric 
housewares, kitchen, bath and laundry 
accessories, table appliances, lawn and 
garden equipment, barbecue equipment, 
giftware and utility ware, cutlery, cook- 
ware, household tools, power tools, hard- 
ware of all types, housekeeping equip- 
ment, everything for buyers. 


SHOW HOURS 
SUNDAY, FEBRUARY 22, 10:00 A.M. to 7:00 P.M. 
MONDAY, FEBRUARY 23, 12 Noon to 9:00 P.M. 
TUESDAY, FEBRUARY 24, 11:00 A.M. to 5:00 P.M. 


Shuttle bus departs Statler Hotel, 7th Street 
Every 40 Minutes 
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IN MEMORIUM 





PERRY B. PATTESON 


CHESTERTOWN, Md.—Perry B. 
Patteson, 50, manager of special in- 
dustry sales of Remington Arms Co., 
Inc., Bridgeport, Conn., died Jan. 6 
at Remington Farms near here where 
he had been host to a hunting party. 

Patteson was appointed assistant 
district sales manager for the com- 
pany’s Pacific Coast district in 1944. 
A year later he became manager of 
the Seattle district, and held that posi- 
tion until 1949 when he was trans- 
ferred to Bridgeport as manager of 
the company’s Western sales region. 

He subsequently served as manager 
of the industrial sales division and the 
tool sales division, and was appointed 
to the special industry sales position 
last December. 


WALTER S. SCARBOROUGH 


WOODBURN, Ore. — Walter S. 
Scarborough, 64, owner of a hardware 
store here since 1941, died Jan. 7 at 
his home. Scarborough was born in 


Dunbar, Neb. He came here in 1941. 


John F. 
Kegley 


NORTH HOLLYWOOD, Calif. — 
John F. Kegley, 80, retired manufac- 
turers’ representative for the hard- 
ware trade, died Dec. 28 at his home, 
here. Born in Ames, Iowa, Kegley 
moved here in 1917 and was head of 
the firm of John F. Kegley & Son 
until his retirement in 1953. 


WILLIAM M. BECKLER 


ATLANTIC CITY, N. J.—William 
M. Beckler, assistant to the general 
manager of Libbey Glass division of 
Owens-Illinois Glass Company, died 
Jan. 6 here while on a business trip. 
He was 65. 


H. M. JOHNSTON 


LOS ANGELES—H. M. Johnston, 
53, founder of H. M. Johnston & As- 
sociates, manufacturers’ representa- 
tive firm in the West, died on Decem- 
ber 24, 1958. 

Johnston had been a manufacturers’ 
representative for about 20 years. 
About five years ago he concentrated 
his efforts in the housewares field. 
He had a branch office in the Merchan- 
dise Mart in San Francisco. The firm 
covered Arizona, all of California, and 
Nevada. 

Johnston was well known and well 
liked in the hardware-housewares field. 
He was quite active in both the Los 
Angeles Pot & Kettle Club and the 
Housewares Club of Southern Cal. 

He is survived by his widow Ruth; 
his mother, four daughters, and one 
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SCREW ANCHORS and JACK us 
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| EVERYBODY PROFITS MORE 
WHEN FLOATS ARE Ke‘chert 


Guaranteed leak-proof, each 
one thoroughly tested to assure 


The Most Dramatic 
ong service 


PADLOCK PACKAGE The 4" x 5" high-impact poly- 


. styrene plastic is unaffected by 
in the world... 


the chemical content of any water. 


Geld Ge ae LANCASTER, PA, 
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MOLLY CORP 
“~~ Reading, Pa. 


Write for Free— 
Bea Ohi -laehitia-) 


The solderiess copper has the 
exclusive seam-and-spud construc- 
tion for great strength. 


World’s Largest 
Producer of 
Brass Padlocks 


Sizes and shapes for every need. 
Corrugated and non-corrugated. 


Send for catalog and prices 


THE REICHERT FLOAT & MFG. CO. 


| 2248 Smead Ave. Toledo 6, Ohio 
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NOW in a new plastic squeeze bottle 
TEHR-GREEZE white fabric cement 





Same high quality patching cement in o 
handy plastic squeeze bottle that elim- 
inates messy paddies, brushes, and waste. 
Easy to apply . . . Tehr-Greeze patches 
and repairs any material it can cene- 
trate. Thousands of uses. Sold by leading 
jobbers and dealers everywhere. Comes 
in 2 oz. and 6 oz. plastic bottles. Also 
packed from 2 oz. to | gallon in glass 
Write for prices and literature. 


~ VAL-A COMPANY 
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Come in attrac- 
tive 3-color 
counter dis- 
play carton, 
(12 toe 
package ). 








700 W. Root St., Chicago 9, Illinois 
YVA-7-9442 
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Tubbs 
Names 
Assistant 
Sales 
Manager 


Stuart R. 
Barnett 


SAN FRANCISCO—Stuart R. Bar- 


nett has been appointed assistant 
sales manager of Tubbs Cordage Com- 
pany here. For several years Barnett 
was general sales manager of the 
Tubbs’ subsidiary in Manila, the 
Manila Cordage Company. Since his 
return to the United States, Barnett 
has been engaged in cordage sales 
with the Tubbs’ organizations which 
include wholly-owned subsidiary com- 
panies in Seattle, Wash. and Orange, 
Calif. 


SALES HEAD VISITS WEST 


INTRODUCING A NEW, POWER- 
FUL MOP PROMOTION, Jirair Hov- 
nanian, sales manager, Quickie Manu- 
facturing Corporation, Philadelphia, 
made a trip throughout the Western 
States in December. He is here show- 
ing the combination Quickie Auto- 
matic Sponge Mop and Lustro-Ware 
pail, which goes with every sale of 
mop at $4.95, to Dave Bartelme, Bart- 
Kinnison Company, manufacturers’ 
representative firm in San Francisco. 
He started his Western trip in Denver 
on December 9, 
Lake, Los Angeles, San Francisco, 
Portland, Tacoma, and Seattle. The 
response to the promotion has been 


excellent according to Hovnanian who | 


believes the Western market import- 
ant enough to have made three trips 
in 18 months. He called on Western 
wholesalers in all of the cities with 
the regional representative. 


Use the INQUIRY CARD on page 
76 for more information about any 
advertised product in this issue. 
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then went to Salt | 
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@ The addition 
of this 30 Ib. capacity 
hanger to the Moore line 
provides the answer to any 
picture, or mirror, hanging prob- 
lem your customers may have. 
Known as No. 26, it is pack- 
aged the same as other Moore 
hangers in colorful Picture Win- 
dow Packets (4 # 26's to packet). 
Like them it sells fast, and with 
less effort. 
Your jobber can supply you. 


The Moore 720-8 
Counter display 
holds 72 Packets of 
the 5 different sizes, 
yet measures only 
10%," high with 9” 
diameter base. All 
metal Revolves. 





MOORE PUSH-PIN CO. 


SINCE 1900... 
113-25 BERKLEY ST., 


MAKERS OF FAMOUS MOORE PUSH-PINS 


PHILA. 44, PA. 
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ARCTIC BOY 


portable water coolers 


COLD WATER 
is a HOT item! 


If it’s not cold, it’s not drinking 
water! That’s your big selling point in 
ARCTIC BOY portable water coolers 
... they keep water refreshingly cold 
and sparkling clear. Here’s why: 


¢ Inset of HOT DIPPED galvanized or 


stainless steel 
© Sparkleen plastic liner is non-toxic, 
prevents corrosion 
® Large opening—easy fo ice and clean 
¢ Extra large insulation space 


® Popular 2, 3, 5, 10 and 15 gallon 
sizes 


Send for free booklet “Care and Use 
of Your Cooler.’’ Write Dept. No. H-2 


" SCHLUETER MFG. CO. 


ST. LOUIS 7, MO. 


For Details Circle 51 on INQUIRY CARD 





CORNER 


Gene Tarnowsky, Editor 


Alaska—Outdoorsman s Wonderland 


O HUNTING! ... NO TRES- 
PASSING! . . . PRIVATE 
PROPERTY! . . . VIOLATORS 
WILL BE PROSECUTED! ... 
signs which dull the vision as 
well as the spirit of the mass of 
U. S. nimrods and anglers, are 
virtually unknown in Alaska, 
the sportsman’s mecca which 
boasts the finest outdoor recrea- 
tion on the North American con- 
tinent. The reason: more than 
99 percent of Alaska’s lands are 
held in federal ownership. 
Here is a land loaded with fish 
and game, topped by some of 
the most fabulous scenic beauty 
to be seen anywhere. For the 
fisherman there are more than 
9000 miles of coastline and 
thousands of lakes and streams 
which beckon him to virgin fish- 
ing water where he will find an 
abundance of salmon, steelhead, 
Dolly Varden, grayling and lake 
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trout, whitefish and pike. 

For the hunter big game ani- 
mals in great number include 
the Sitka deer, mountain goat 
and sheep, brown, black grizzly 
and polar bears, moose, caribou, 
and arctic fox. Among the small- 
er ground animals there are 
marmots, porcupines, the arctie 
shrew, ground squirrels, and the 
varying hare. Upland game 
birds to be found include grouse 
and willow ptarmigan, green- 
winged teal, Canada geese, Pin- 
tail and mallard ducks among 
others. 

One gets a better picture of 
the wildlife value of Alaska 
when he knows that in 1957 
wildlife was worth more than 
three times as much as the min- 
ing industry, 20 times as much 
as agriculture, and 10 times as 
much as forestry. Even leaving 
out the value of commercial 


fish, wildlife exceeds the com- 
bined value of all other in- 
dustries based on natural re- 
sources in Alaska by more than 
250 percent. 

Sporting goods manufactur- 
ers shared in 1957 the $17,000,- 
000 spent on recreational pur- 
suit of fish and game in Alaska. 
About $4,000,000 of this was 
spent by non-residents. Slightly 
more than half (54 percent) of 
the total was spent on fishing; 
the remainder on hunting. 
Hunting expenditures break 
down as follows: big game, 27 
percent ; small game, 12 percent; 
waterfowl, 7 percent. One out 
of every five men, women and 
children who live in the state 
bought a license to fish or hunt, 
and their average expenditure 
was $279.68, compared to the 
average U. S. expenditure of 

(Continued on Page 86) 
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Complete Line now available 
through D & M Wholesalers 


This quality-made line of MacGregor golf equipment is 
exclusive — available only through D & M wholesalers. 

More golf tournaments today—local, regional and na- 
tional—are won by players using MacGregor equipment 
than any other make. As in every year since MacGregor 
started manufacturing golf equipment in 1896, the Mac- 


Gregor trade mark is recognized as truly—‘The Greatest 
Name In Golf.” 

Simplify your ordering and stocking of sports equip- 
ment. Boost turnover and profits. Sell the Draper- Maynard 
line that now includes MacGregor Golf Equipment! 


DRAPER-MAYNARD Sports Equipment ¢ 4861 Spring Grove Ave., Cincinnati 32, Ohio 
Plus a full line of MacGregor Putters, Utility Woods and Irons, Balls, Golf Bags , 
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(Continued from Page 84) 


$114.42. A federal and Alaska 
license are required to hunt or 
fish in the 49th state. 


An estimated 8000 deer were 
taken in 1957, 6000 caribou and 
5000 moose and 126 polar bears. 
The average hunter obtained 
125 pounds of big game, 14 
pounds of small game and four 
pounds of waterfowl. 

In the last five years, sales of 
licenses increased from 43,421 
to 59,510. The substantial in- 
crease in Alaskan license sales 
in 1957 was accounted for pri- 
marily by a jump in the non- 
resident and alien classes. Non- 
resident big game license sales 


were up more than 20 percent; 
alien licenses up 62 percent. 
Elimination of the guide re- 
quirement for non-residents 
added to the incentive. 

Until about two years ago, 
non-residents—and even resi- 
dents who had not lived in 
Alaska at least one year—were 
required to have a guide when 
hunting big game. While this 
is no longer compulsory, it stil! 
pays to include a guide in your 
plans. The country is wild and 
remote, and hunters not 
throughly acquainted with it 
will be wise to contract for the 
best guide service available. The 
Fish and Wildlife Service fur- 
nishes lists to hunters of regis- 
tered guides together with the 
areas where they are permitted 
to work. It becomes increasing- 
ly apparent what a vast land 
this is when only about a dozen 
guides hold registrations to 
hunt in all areas of Alaska, an 
area of 586,400 square miles. 


Wildlife Taken Seriously 


For many, wildlife is as much 
a source of food as it is a sport 
and Alaskans take their hunt- 
ing and fishing seriously. Fully 
one-third of Alaska, supporting 
a population of 30,000 people, 
is habitable only because of the 
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presence of wildlife as a source 
of food. Approximately 60,000 
people, or well over half of the 
wage earners in Alaska, are de- 
pendent to some extent upon 
wildlife for their livelihood. 

To many, Alaska is thought 
of as a frigid, uninhabitable 
land. This is not so. Average 
snowfall in the Arctic lowlands 
is actually less than that of 
West Virgina; greatest summer 
heat in Central Alaska is about 
on a par with that of New York 
City. Recordings of 100 degrees 
Farenheit at Fort Yukon on the 
Arctic Circle and 99 deg. F. at 
Klukwan in the southeast top 
Miami’s highest recorded tem- 
peratures of 90 deg. F. On the 
other hand, temperatures as 
low as 70 below zero also have 
been recorded. 


Best Hunting Areas 


Four main areas of Alaska 
offer the best shooting: South- 
eastern Alaska, the Interior, the 
Arctic Shelf, and the Gulf Re- 
gion. Big game animals of the 
Southeast include the Sitka 
deer, mountain goat, brown and 
black bears, and a few moose 
in the valleys of the large main- 
land rivers. The area known as 
the Interior embraces the 
Yukon-Kyskokwin Delta, per- 
haps the largest waterfow! nest- 
ing area on the continent. Black 
brant, lesser Canada geese and 
cackling geese, mallards, green- 
winged teal, baldpates and pin- 
tails are only a few of the web- 
feet found here. Upland game 
birds found here are spruce 
grouse, willow, and the white- 
tailed and rock ptarmigan. 

In the Arctic Shelf region, 
caribou, ptarmigan and an oc- 
casional grizzly live on the tun- 
dra along with willow-bordered 
streams. Polar bears and Arctic 
foxes range the coast. Most im- 
portant game area is the Gulf 
region which includes the base 
of the Alaska Peninsula, Kenai 
Peninsula and Kodiak Island. 
Moose, caribou, Dall sheep, 
mountain goats, and black, 
brown and grizzly bears abound. 
There are also transplanted elk 
on Afognak Island and deer 
along the coast. Smaller ground 
animals make up the balance of 
the wildlife population. 


Big Game Trophies 


Of all American big game 
trophies, the Dall sheep, found 
in Alaska in goodly numbers, is 
perhaps the most prized. In 
fact, the present world record 
ram was taken in 1957 just 65 
miles from the city of Anchor- 
age. While the light airplane 
has taken much of the footwork 
out of sheep hunting, it is still 
the most rugged work to stalk 
one of the animals in his native 
habitat. Most of the better 
guides have to be booked long 
before the start of the season, 
which generally opens toward 
the end of August. 

The caribou is another prize. 
Despite a great decrease in the 
last few years, the wandering 
caribou is still the most abun- 
dant big game animal in Alaska. 
In days bone by, when there 
were millions of caribou, their 
migrations would hold up paddle- 
wheeled steamers for hours 
while the animals crossed the 
Yukon River. 

The polar bear is one of 
Alaska’s larger bears, weighing 
up to 1600 pounds. Besides be- 
ing a prized trophy for those 
willing to undertake the dan- 
gerous hunt, the polar bear pro- 
vides a welcome food for hunters 


or anyone stranded in Arctic 
regions. 

The comeback of the walrus 
led to the granting of walrus 
hunting licenses two years ago 
by the Secretary of Interior. 
Also staging a comeback is the 
sea otter, one of the world’s 
most prized fur animals. Still 
protected, their number has al- 
mest tripled since the war and 
there are more than 20,000 on 
the Aleutians and other Alaskan 
islands. 

Perhaps the first question 
most hunters raise when plan- 
ning a trip to Alaska is, “Do I 
have to lug along all of my 
equipment?” The 49th state is 
prepared for the hunter. The 
seaport of Seward, on the south- 
ern terminus of the Alaska rail- 
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road, is a major outfitting cen- 
ter for big game hunters headed 
for Kenai Peninsula. 

When it comes to the selec- 
tion of a specific cartridge, the 
nimrods in Alaska are as di- 
vided as they are anywhere else. 
A prime consideration is the 
area selected for the hunt. For 
example, the 243 is very popu- 
lar with sheep and goat hunters 
and with some caribou hunters. 
But where a hunter may run 
into a big bear while hunting 
other types of game, he may 
find that he has to first run off 
a grizzly or give up his kill. 
Many guides consider the 300 
H&H Magnum closest to the all- 
around rifle. Also very good is 
the 30-06, which in the hands 
of an expert is all the cartridge 
that is needed for any of the 
Alaskan big game. 

A pleasant surprise for the 
outdoorsman is that the new 
state does not have snakes of 
any kind. On the other hand, 
mosquitos, it seems, are a hardy 
form of “wildlife” unaffected by 
fluctuations in temperature 
from extreme heat to extreme 
cold. In some areas of Alaska, 
hunters will need a double head- 
net, so fierce are the pests. 


Too Much of All 


The only trouble with Alaska 
is that there’s too much of a 
good thing for the fisherman. 
The rivers are too long, there 
are too many lakes, too many 
fish and the summer season is 
too short to see it all. 

From the fisherman’s view- 
point, the 49th state is divided 
into four major areas: South- 
eastern, Western, Kodiak Island 
and Interior-Northern. 

In the Southeastern region 
the coastal streams are short 
and swift, flowing through deep, 
narrow, densely wooded valleys 
with banks often covered by 
heavy brush. Good salmon fish- 
ing in this area is available close 
to Juneau, Ketchikan, Sitka, 
Petersburg and Skagway. In a 
number of bays, big salmon up 
to 55 pounds, start running as 
early as May 5. Fishing is done 
from outboard powered skiffs, 
outboard cruisers and chartered 
cabin cruisers. Boats and tackle 
can usually be rented. The king 
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salmon enter the Seutheastern 
Alaskan areas later in the sea- 
son, usually August and Sep- 
tember. 

In Western Alaska excellent 
fishing is offered along 1000 
miles of highway linking 
Seward, Homer, Kenai, Palmer 
and Valdez. Here most species 
of Alaskan game fish are taken. 
Spring fishing beginning in late 
May provides king salmon and 
steelhead from the streams of 
the Kenai Peninsula. The Dolly 
Varden follow in late June 
through July. The Interior lakes 
and streams offer the best 
catches of rainbow trout and 


Dolly Varden during June. 
Catches drop off during the 
summer increasing again in the 
fall. 

Grayling fishing is the best 
in the spring but can be found 
in accessible waters throughout 
the summer. Salmon and steel- 
head fishermen use salt water 
gear, and casting and spinning 
rods. Smaller trout are taken 


near the mouth of the streams 
in June and July. 

Casting rods, spinning equip- 
ment and fly casting gear are 
commonly used. Salmon eggs 
are the most popular bait, with 
or without a spinner. Many 
steelhead and Dolly Varden 
trout are caught on flies and 
streamers and spinning equip- 
ment is becoming more popular 
each year. 

Grayling, whitefish, pike, 
Mackinaws and rainbow pro- 
vide fishermen with top flight 
sport in the Interior-Northern 
region. Starting from Fairbanks 
in almost any direction there is 
lots of good fishing to be found. 
The Kobuk River emptying into 
Kotzebue Sound boasts great 
grayling fishing. Sheepfish are 
also taken in the Holitna and 
George Rivers in the Kusokowin 
area. Lake trout and Northern 
Pike abound in the interior. 

Alaska, one fifth of the United 
States in size, contains all the 
magic, color and splendor to 
make even the wildest sports- 
man’s dream come to life. And 
for many it has. 


by fly rod. Spoons of various | 


sizes, cherry-bobbers, flat fish 
and spinners with egg clusters 
are the favorite large fish lures. 
Flies or single egg are the fa- 
vorite small fish lures. 


Best Fishing Streams 


Kodiak Island streams offer 
top fishing. The best places are 
remote from Kodiak which is 
the hub of travel connections 
for the region. Small amphibian 
airplane service provides trans- 
portation to the many fishing 
areas all of which are within 60 
minutes by air from Kodiak. 

During the middle of May 
sport fishing is limited to surf 
casting in the Mission Beach 
area near Kodiak. In mid-July 
salmon and trout move into the 


streams together and fishing is | 


excellent until late fall. The 
average Dolly Varden taken 
measure from 15 to 18 inches. 

King salmon fishing is con- 


fined to the Karluk and Red | 


Rivers. The best fishing occurs 


| 


The 
FILE 
with the 


MADE OF STUBBORN STEEL 
THAT LAUGHS AT WEAR 


Sandvik STERL INC. 
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Use Inquiry Postcard for Further Information About SPORTS NEW PRODUCTS 





LIGHTWEIGHT HUNTING FABRIC 
is ideal for upland game, skeetrap 
shooting and as a companion garment 
to be worn over insulated underwear. 
Features zip-open game bag, large 
shell pockets.—Red Head Brand Co. 
For Details Circle 261 on INQUIRY CARD 


REVOLVING BEACON LIGHT for 
pleasure craft rotates 360 degrees, 
flashing brilliant alternate red and 
green beams of light, 60 color flashes 
a minute which can be seen at great 
distances.—Seiss Manufacturing Co. 
For Details Circle 262 on INQUIRY CARD 


“AIM” ALL-PURPOSE lubricant in 
aerosol dispenser for gun-care gives 
complete coverage in hard-to-reach 
concealed firearm mechanisms. Elim- 
inates waste and cuts down cleaning 
time.—LeFevre Laboratories, Inc. 

For Details Circle 263 on INQUIRY CARD 


BATTERY BOX for boat owners fea- 
tures seamless, salt water proof case. 
Takes 6- or 12-volt standard or over- 
sized battery. Protects boat and 
clothing against battery acids. — 
UMCO Corporation 

For Details Circle 264 on INQUIRY CARD 


“CONTOUR-FLEX” baseball glove 
has fingers that taper from thumb to 
little finger, yet glove is full size 
with full size pocket. Promotes easier 
handling and greater playability.— 
The Draper-Maynard Co. 

For Details Circle 265 on INQUIRY CARD 


“SLIP-ON” REEL SEAT for spinning 
and other type rods are extremely 
lightweight. Features extra long 
truncated threading to prevent freeze- 
up and galling. Comes in four sizes. 
—Featherweight Products. 

For Details Circle 266 on INQUIRY CARD 


PILOT MASTER MARINE SEATS 
feature polished aluminum metal 
parts for high salt water and rust 
resistance. Covering is weatherproof 
vinyl plastic in choice of colors.— 
Scott Port-A-Fold, Inc. 

For Details Circle 267 on INQUIRY CARD 


FISHING AND HUNTING SUIT that 
water cannot soak through. All-rub- 
ber suit is worn over regular clothes. 
Lightweight and comfortably ven- 
tilated. Suit is roomy and stretchy.— 
So-Lo Marx Rubber Co. 

For Details Circle 268 on INQUIRY CARD 


LIGHTWEIGHT BOAT TRAILER is 
designed to handle boats to 1542’ gun- 
wale length and is load rated for 
750 pounds. Features solid rubber 
bow bumper and additional keel roller. 
—Alloy Marine, Inc. 

For Details Circle 269 on INQUIRY CARD 
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Northern 
Wholesale 
Merch. 
Specialist 


. Pat 
Ronald 


PORTLAND, Ore. — Northern 
Wholesale Hardware Co. here has an- 
nounced the appointment of W. G. 
Ronald as merchandising specialist. 
Ronald was associated previously with 
Marshall Wells for 30 years. 

His new responsibilities will be 
setting up a new stock control sys- 
tem for home town hardware stores. 


Thor Reps to Cover Alaska 


SEATTLE—AI W. Escoffier, district 
sales manager, Thor Power Tool Com- 
pany with offices here plans its first 
trip to Alaska in April. He will 
visit his distributor outlets in the 
area as well as various contractors 
and mining accounts. 

The Yukon Equipment, Inc., Seattle, 
has been their distributor for a num- 
ber of years. They have branch of- 
fices in Anchorage, Fairbanks, and 
resident men in Juno and Ketchikan. 

A. H. Kreie will also be making 
periodical calls on the distributor and 
users. 





Harrington Joins Lee Arter 


LOS ANGELES — Ed Harrington, 
formerly sales manager of the Frito 
Corporation for the last 12 years, 
has joined the Lee Arter Company, 
manufacturers’ representative firm 
here. He will work in the Southern 
California, Arizona and Nevada ter- 
ritory out of the Los Angeles offices. 
The firm also has an office in North- 
ern California. 


Ass't Weller S. M. 


Ray C. Compton has been named 
assistant sales manager of Weller 
Electric Corporation, Easton, Pa., 
manufacturer of power tools for con- 
sumer and industrial use. Prior to 
joining Weller, Compton was with the 
consumer products division of Mon- 
santo Chemical Co., St. Louis. 


Toy Mfgrs. Elect Officers 


A new slate of officers and four new 
members to its board of directors 
was announced by the Toy Manufac- 
turers of the USA, Inc., following 
their 42nd annual meeting in New 
York City. 

Richard E. Long, president of the 
Eagle Rubber Co., Ashland, O., was 
elected president. Vice presidents se- 
lected were John H. Hartman, ZJr., 
vice president, The Hubley Manufac- 
turing Co., Lancaster, Pa.; and 
Charles S. Raizen, president, Transo- 
gram Company, Inc., New York City. 





VALVES 


EIGHT SIZES... 
many leading pump 
manufacturers use Strataflo 
as original equipment. 


Won't Stick...Don’t Leak 


Strataflo Foot and Check Valves end leakage troubles, 
save wear and tear on pumps and save their cost in serv- 
ice calls. Strainer won’t clog or corrode. They are ideal 
Write for Bulletin 1003. 


for jet-type pumps. 


STRATAFLO PRODUCTS, 


INDIANA 


FORT WAYNE, 
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RUBBER 
POPPET 
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STRAINER 
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Hayes 
Rep For 
Alaska- 
Canada 


Earl L. 
Chadwick 


PORTLAND — Stan Hayes, presi- 
dent of Hayes Spray Gun Company, 
Pasadena, California, announced the 
appointment of Earl L. Chadwick 
here as special representative for 
Hayes spray guns in Canada and 
Alaska. 

Chadwick has been merchandising 
major products in the United States 
and Canada for the last 30 years and 
is well known to leading hardware, 
housewares and garden supply dealers 
as well as major department stores. 


Borden Western Rep 


LOS ANGELES — Frederick C. 
Kappen has been appointed sales rep- 
resentative for the consumer products 
department of the Borden Chemical 
Company. 

Kappen, who will make his head- 
quarters here, will serve Southern 
California, Arizona and New Mexico. 





furnishings valieg 
that are ite, 


Ensemble No. 19-1—Black Mesh ! 


With brass woodbasket 


NC. 


Write for exciting new 16-page 
Catalog, with sensational 
"Out of this World” Values! 


&. 
‘ij 


MFG. ji 


4865 San Fernando Rd. West « Los Angeles 39, Calif. 
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FREEWAY 
All-Purpose 
Brooms now 


carry a... 


No other broom 
manufacturer offers 

a specific guarantee .. . and no 
broom is a genuine FREEWAY® 
unless it carries the registered 
FREEWAY® symbol. 


FREEWAY® Duratex Plastic 
All-Purpose Brooms outlast con- 
ventional brooms 3 to 1... sweep 
cleaner wet or dry . . . are imper- 
vious to commonly used petro- 
leum and caustic products. Order 
your supply today in se/f-display- 
ing cartons that sell on sight. 


AMERICAN 
PUSH BROOM CO. 


114 Fern Street 
San Francisco +» ORdway 3-8891 
For Details Circle 56 on INQUIRY CARD 
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INDEX TO ADVERTISERS 





(This index is published as a convenience and not as a 


of the advertising contract. Every 


core is taken to index correctly and no allowance will be made for errors or failure to insert) 





Note: Figures in parentheses () refer 


| te Inquiry Card Number which can be 


circled on inquiry card on page 76 


when desiring further information 


| about advertisement. 


A 


Amerace Corp., Supplex Co. Div. ........ 


American Chain & Cable Co., Inc., 
sylvania Lawn Mower Div. (20) 


Boonton Molding Co. 


Borden Co., Chemical Div., Resinite 
Dept. (39) 


Campbell Chain Co. (9) 
Clarke Floor Machine Co. 
Cleveland Mills Co. 
Colorado Fuel & Iron Corp. 


Crescent Tool Co. 


Draper Maynard Co. 


Lou J. Eppinger Manufacturing Co. ..... 


| Fuller Tool Co. 


| General Steel Warehouse Co., 


| Gries Reproducer Corp. 


H 


| The Hamilton-Skotch Corp. 


Hardware Products Corp. 


a a ie is oes oso dono beeen 22, 23 
| Holt Manufacturing Co, 


Irwin Auger Bit Co. (1) 


William Johnson, 


Mathias Klein & Sons 


| Lavelle Rubber Co. 


The Lufkin Rule Co. (32) ......55, 56, 57, 58 


M 
Marshalltown Trowel Co. 
Metal Ware Corp. ...... EUANeadcves actek 
Robert E. Miller & Co., Inc. 
Molly Corporation 
Moore Push Pin Company 


N 
National Manufacturing Co. 
National Screw & Manufacturing Co. 
New York Wire Cloth Co. 
Nicholson File Co. 


Ox Fibre Brush Co., Inc. 


P 
Pacific Southwest Hardware Co. 


Pennsylvania Lawn Mower Div., 
ean Chain & Cable Co. (20) 


Phillips Petroleum Co. (29) 
Plas-Tex Corporation (30) 
Plastic Woven Products, Inc. 
Portable Electric Tools, Inc. 
Proen Products Co. 


Quick Manufacturing, Inc. 


Quickie Manufacturing Corp. 


Red Devil Tools (2) Second Cover 
Reichert Float & Manufacturing Co. ..... 82 


Root-Lowell Corporation 6 


Ss 
Sandvik Steel Inc., Saw & Tool Div 
Schlueter Manufacturing Co. 
The Sherwin-Williams Co. (28) 
UR COE 0G, 0 os ei scigncwesessceses 
Southern Screw Co. (31) 
Strataflo Products, Inc. 
Sunmaster Products Co. 


Supplex Co. Div., Amerace Corp. ........ 


T 
ee ee Ce Ge wo ck cccccceuseecs 
True Temper 


United States Steel Products Div., 
Steel Corp. 


Val-A Company 


Warp Bros. (64) Cover 
Wilshire Manufacturing Co. 89 
Wood Shovel & Tool Co., The (13) 


Yancey Company 


Yard-Man Inc. Cover 
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MECHANICS’ TOOLS and 


HARDWARE SPECIALTIES 


DO YOU SELL THESE 
JOHNSON SCRAPERS? 


Double 
Wood 
Handles 
Riveted 


Forged Steel Blade 4/4," wide x I'/2'' Hardened and then Tempered. 
Beveled on the outside making it very handy for sharpening. 


Plumbers scraper 
or shave hook 


Furnished with oval, half oval or triangle blades. 


Blades are 
removable by means of a set screw. 


No. 
274 


A scraper that can be used on both sides for metal and wood. 
The bent blade is 134" wide. The other end 1%" wide hardened and 
tempered and can be sharpened very easily. Write for Prices. 


GUARANTEED @ SINCE 1830 
WILLIAM JOHNSON INC. 


BRENNER AND KENT STREETS — NEWARK 3, N. J 
For Details Circle 58 on INQUIRY CARD 

















A real help 


for salespeople 


CHINA & GLASS 


By H. 9. Wilsea 


This Soe booklet reveals sales and merchandising 
ideas for all types of dinnerware, glassware and table 
accessories. It also gives the historical background, man- 
+ pag methods and window and in-store display 
ideas. 

Get this excellent sales aid, today. Send 25 cents for 
each booklet to... 


HARDWARE WORLD SERVICE BUREAU 
1355 Market Street Sen Francisco 3, Calif. 
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2-IN-1-PACK! 


FLEX-FOLD PADS 


16 pads. You can split package — make more sales. 


1 POUND TUBES @ SPOOL WOOL 
FLOOR PADS @ HANDI-KITS 

SCOUR PADS @ SOAP-FILLED PADS 
Not sold direct. Order through your Wholesaler, 


7 For Details Circle 59 ie INQUIRY caro 
®, stock the full line of 
increase your profits 4 to 1. 
acceptance and confidence. 
Write for FREE catalog 


Eppinger’s 's Genuine 
nee 50 years of fisherman 
LOU J. EPPINGER MFG. CO. 


| 1757 Puritan Ave., Dept. H-2, Detroit 3, Michigan 


REPRESENTATIVES throughout the U.S. / In Canada: A. C. Beacham Ltd., Toronto 
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WANT TO REPRESENT 
In California. Builders or General 
Hardware. Experienced and _ estab- 
lished with Lumber Yards, Hardware 
Stores, Wholesalers, etc. Can offer 
complete and aggressive coverage of 
territory. Address—“ Advertiser,” 2072 
Chestnut Street, San Francisco 23, 


Calif. 


HARDWARE — GENERAL STORE 
Established 1908, completely modern- 
ized, $18,000 stock, Eastern town, rent 
$150, parking, no near competition, 
priced right. Address Box A-933, care 
HARDWARE WORLD, 1355 Market 
St., San Francisco 3, Calif. 


FOR SALE— HARDWARE STORE 
Gross, Approx. $35,000 per year. Can 
easily be doubled. Near beaches, grow- 
ing area, new, beautiful, Mission Bay. 
One man operation, several good com- 
mercial and industrial accounts. Ap- 
prox. inventory $10,000. Wholesale 
hardware close for rapid stock sup- 
plement if necessary. Midway Hard- 
ware, 3140 Midway Drive, San Diego 
10, Calif. 

FOR SALE 
Well established Hardware Firm, lo- 
cated North Central Montana. Present 
owner 15 years. Poor health. O. M. 
Bruss, Chinook, Montana. 
FOR SALE 
Retail Hardware and Paint Store be- 
tween Los Angeles and Long Beach. 
Established 15 years. Recently mod- 
ernized. Gross $60,000 yearly. Ad- 
dress Box A-929, care HARDWARE 
WORLD, 1355 Market St., San Fran- 
cisco 8, Calif. 





Announcements in this section are inserted at the rate of ten 
cents per word, including address or box number, with a minimum 
charge of $2.00 per issue, payable in advance. Send copy to 1355 
Market Street, San Francisco 3, California. 





HARDWARE MAN WANTED 
Excellent opportunity with establish- 
ed, progressive Tucson, Arizona lum- 
ber yard. Requisites are experience in 
contract hardware, tracts, estimating, 
and purchasing. This is key position 
and applicant should have good sales 
record and personality. Compensation 
open. Send complete information. 
LUMBER DISTRIBUTORS, INC. 970 
South Cherry Ave., Tucson, Arizona, 
or telephone I. Manspeaker, MAin 
4-4451. 

REPRESENTATIVE 
For Northern California. Can handle 
additional lines in the Hardware, 
Builders Hardware, Garden Supplies 
and related items. Will work with 
another Representative. Address Box 
A-934, care HARDWARE WORLD, 
1355 Market St., San Francisco 3, 
Calif. 








®@ 


for every Heart 
in your family 


WANT POSITION WITH OLDER 
NO. CALIF. REPRESENTATIVE or 
as sub-agent in Northern Calif. Ex- 
cellent following among hardware, 
plumbing and electrical buyers. 
Young, married man. Address Box 
A-935, care HARDWARE WORLD, 
1355 Market St., San Francisco 3, 
Calif. 

INTERIOR DECORATION HOME 
STUDY. Announcing new home study 
course in Interior Decoration. For 
professional or personal use. Fine 
field for men and women. Practical 
basic training. Approved supervised 
method. Low tuition. Easy payments. 
Free booklet. ADDRESS: Chicago 
School of Interior Decoration, 835 
Diversey Parkway, Dept. 5511, Chi- 


Jack G. Eisinger, formerly Chicago 
district manager for the hardware 
division of Black and Decker, with 18 
years’ experience in the field, has 
joined International Minerals & Chem- 
ical Corporation to be sales manager 
of the new lawn and garden depart- 
ment in the company’s Plant Food 
Division. 

Formation of the new department 
marks active entry by IMC into the 
fast-growing garden supply market. 
Principal product of the department 
will be a new lawn fertilizer called 
Thrive, which uses a unique slow-re- 
lease feature to provide balanced and 
“metered” year-round feeding. Other 
fertilizers to be featured by the new 
unit include Fertilis and Mello-Green. 


Maytag Mgr. Retires 


MODESTO, Calif—H. Ray Powell 
retired effective Dec. 31, as a regional 
manager for the Maytag West Coast 
company, distributor of Maytag ap- 
pliances in most of California and 
western Nevada. He had held this 
position since December, 1952. 





REMCO .. . Bakelite Furniture Rests and Caster Cups 





Drive on Type 


Sizes 1”, 
1", 2” 


PINTLE TYPE—Sizes 1/2”, 2 





Ack your jobber or write-ROBERT E, MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 


REMCO CASTER CUPS are 
packed 4 to a set in a colorful 
orange and black carton which 
highlights the mahogany casters, 


making them an_ eyecatching 
counter display item. They add 
life to carpets, rugs and floors, by 
eliminating unsightly depressions 
caused by heavy casters, etc. 





Makers of World Famous 
DOMES OF SILENCE 
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EW 


. 2010, 
"' Self Propelled 
Safety Clutch 


No. 2050 
22’ Self Propelled 
Safety Clutch 


ARD-MAN 


POWER MOWERS 


have exclusive features that give 
you the jump on competition 


Only YARD-MAN power mowers provide so many deluxe features 
. such dependability. As a Direct Factory Dealer you enjoy bigger 
profits and extra benefits. 
Here is a complete line of proven hand, power reel, power rotary and 
riding mowers which is years ahead in styling and engineering. The 
eye-catching “Buff and Bronze” color tones accentuate the many 
“customer-designed” selling features your customers are looking for. 
All YARD-MAN mowers carry a full year guarantee and are priced 
to sell. 
As a FRANCHISED YARD-MAN FACTORY DEALER you'll be 
backed by one of the nation’s largest power mower manufacturers. 
You'll be assisted by an effective “dealer designed” merchandising pro- 
gram. You'll enjoy the exclusive YARD-MAN Dealer Order Plan. 
You'll be a real partner in this fast growing, profit making YARD- 
MAN family. 
All across the nation, wise dealers are making the smart jump to 
YARD-MAN. Write today for your free DEALER BOOKLET and 
learn why you should make the jump, too. 


YARD-MAN, INC., 1410 W. GANSON ST., JACKSON, MICH. 
YOU'LL SELL THESE SUPERIOR 
YARD-MAN FEATURES 


EXCLUSIVE SAFETY BLADE YARD-MAN 
CLUTCH POWER MOWER 


SILENT YARD-MAN OPERATION 


RUGGED STEEL DECKS OF 13 
GAUGE BRIDGE-TYPE DESIGN 


INSTA-CONTROL HANDLE 
PRECISION CONSTRUCTION 


HANDLE MOUNTED MULCHER 
PLATE CONTROL 


HAND ADJUSTED HEIGHT 
CUTTING CONTROL 


Write Today for 
Your Free Dealer 
Booklet 


THIRTEEN TROUBLE-FREE, FEATURE-PACKED MODELS 


No. 1040, 18 No. 2020, 


No. 3000, 
No. 2030 24" Riding Rotary 


F No. 2000, 
No. 1010, No. 1050, 21 18” Direct Drive 21" Safety Clutch 21" Self Propelled No. 3010 


18’ Hand Mower No. 1060, 18” 


No Direct Drive 24” Riding Rotary 


No. 2060, . 2040, i 
Deluxe Reel 21" Direct Drive 22" Safety Clutch Electric Starter 
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<e, WINDOW MATERIALS 


| ia 
i ie 
| nee tex 


tp, , Vor |G PANE 
e es: ‘ LASTICLASS 
{ crim: TY. ia 36° & 

Hp 36” wide 3 1es 48” widths J 


lear Plastic a Wie ; noi 
Over 4 Mesh oe 
" APiastic Strands: 1-1] 5: 10 & 20 Gauges 
























‘ : rm ear Plastic Over : 
ALL NATIONALLY ADVERTISED ’ 1] a. ear "= 4 Mesh White :.- Other Warp Window Materials are 
Retail Prices Subject to Change <> Wit. anized Wi : Gotton Cords. — f VINYL-PANE & WINDOW-FABRIC 







America’s 
Fastest Selling 
Storm Window “_. 


pe INTENT STORM COVERS 


COMPLETE KITS FOR DOORS AND WINDOWS 


(UNG (Bile pe: all 
READY TO TAPE ON _— DOOR KIT ipe-O% 
36” x 72” Plastic Two Full Size Storm Windows ‘ 1. 36” x 84” weather- Seg as Window Size 
Sheet. in Each Kit a. mw 36" x 72" proof kraft with 
18’ Fibre M : —s —~ 7 . Crystal Clear aa ran wi 
: ibre Molding Plastic Sheet 12” x 12” clear sll 
ackage of Nails ; ee) _and 200” plastic window ; HO Plast 
One f : tie ~ aaa ii} Special %” 2. 21’ Fibre molding | : f. i 
ot ages whe 2 Sheets Plastic—_72” x 36” Pl we — Tape 3 > 
nen verted bo 36 Feet Fibre Molding ee ? = 3. Package of Nails and 60’ Special 
in colorful box . Individual! d ouble Fa 
36 in a Dispensing 2 Packages of Nails ee nualy wap 12 to Packed 6 in sein o 
displ le ) lop ¥ 
Display Carton Packaged in Snappy 3 Color Plastic Envelope a Handy Dispenser Carton Display Box 


50% 


MARK-UP 





The Origin, 
Polyethytent EHOLD WRAP 


Matt GARDEN v MULCE ING ye ° 
ms RIBBED MATTING AND FLOOR RUNNER a = Jiffy- Wrap 


Piast-O-Mat =")! Vinyi-Mat’ sy 


Sey 
ea ~ ae | 20 ft. x 36 inches 


1 doz. rolls . : owed — New type of transparent 
60” x 30” . = 4 } 


4 — ‘ ~ plastic wrap—preserves 
é. ee 5 : Mulch. 4 ‘ 
onl sian ES owe, | Se (age ps eset ar 
Self-Service J 2 & 50 Ft. Rolls Resistant i Individually packaged. articles from harmful dust 
‘id Bulk Rolls Disciay i Red, Green, Vinyl Plastic Black Contains all materials neces- dirt and moisture q 
7 a EY 50’ & 100’ Cartons { — Grey, fad eed olyethylene ® sary for a complete family size Comes in convenient 12” rolls 
il Plastic ac ~ t 


50 ft long i in a Dispens r 
Floor Runner Tough, Clear, Extra Heavy ice skating rink. tainer. Packed | doz. to displa ay 
carton. 


Lengths 






FAST 


















— Sh\s TURNOVER 
ot Feociicet G6) ) A Pa FULL 
ines 1 “THE BEST. THAT MONEY CAN BUY” - FOR FARM, HOME & INDUSTRY PROFIT 
& Widths Z 





CoveERALLE Ge Me Coer’ Sitace Cover 


COVE RS - : 4 Gauge Heavy Duty 
: Black Coverall 
>- wee > ea. Individually boxed 
5 HANDY aC 5 F and packed 3 to a 
$ 








CLEAR 
























¢ SUN-RESISTANT SIZES pu « ; woe shipper. - 
Sq. Ft B L AC 4 available in : 5 Sizes sx. 

pers 6 mil black " Ky A 
the Name over WATERPROOF Individually boxed ’ ' 
“Warp od ROT-PROOE and packed 3103 \ individually boxed. 
COVERALL” iis for Eas! npr. 

sdk tonne STAYS FLEXIBLE AT 60 Packed Doz. to Display Carton 
on the edge BELOW ZERO | ee a 








If Material Will Be Exposed to Sunlight For Any Length of Time, Use BLACK COVERALL 


Carried by Reliable Jobbers Everywhere 





